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Wren Customer Jnterest Lags 


Much of the Romance of Materials and Shoemaking Can 
Be Used in Your Face to Face Sales Talks 


HEN the indifferent customer shows lagging in- 
terest in the shoe or begins finding fault with the 


price, try this: 


“Do you know, sir, that considerably more than a 


dozen pairs of human hands were 
employed in preparing this shoe 
for you?” At once the human ele- 
ment enters the transaction and 
he is interested because of his in- 
terest in people. He never imag- 
ined that it took so many .people 
to produce a shoe. He probably 
thought that a shoe went through 
some kind of a machine like a 
sausage-grinder or fabricating 
loom. “Preparing this shoe for 
you” makes it personal and cen- 
ters his ideas upon that which 
most concerns him—himself. 

(It will be understood that. the 
merchant is discussing a man’s 
high grade welt shoe.) 

“This shoe is made from kan- 
garoo, coming from- Australia.” 


Ah! There is something to chal-'” : 


lenge his interest. Australia! 
Clear around the other side of the 
globe. Land of interest and 
charm. oe *% 

“This kid skin comes from In- 
dia.” India! A land of mystic, 
far-off, compelling attractiveness. 

“This rubber heel comes from 
away up the Amazon — from 
Para.” What. man has ' not 
dreamed of exploring, of sailing 


up the Amazon and seeking the 


River of Doubt? 


With Price Skeptics 


By R. L. PRATHER 














Tell your customers that the whole 
world contributes to theo*making of 
shoe -materials—cotton, rubber, kid, 
calf, reptile, kangaroo and the rest ° 


“This lining comes from Ireland. 
the best flax,” etc. Few there are who are not stirred 
by a mention of Old Ireland. 

And, so it goes all along the line. 


It was made of 


Things, places, 
peoples—strange, romantic, imag- 
ination-stirring, pulse-quickening. 
There are a hundred things about 
a shoe to arouse the interest and 
hold the attention of people. Run 
over in your mind the items that 
go into a shoe and you will be in- 
trigued. You simply cannot help 
going into a train of thought 
that becomes perfectly fascinat- 
ing. You, yourself, will begin to 
look upon your shoes with a new 
interest—a new respect—a new 
charm. 

Now for price! The stumbling 
block, the main spring, the very 
heart of the shoe business appar- 
ently. 

The customer objects to the 
price of the shoe. “Too much 
money,” he says. It is better to 
have him say that than to walk 
out and give you no chance to 
fight it out with him. It. gives 
the salesman an opening for an 


‘interesting and convincing argu- 


ment—if: he is mentally prepared 
for it. Do not begin a harangue 
abouti scarcity of materials. Do 


/ not. intréduce any argument that 
» may: gound like an alibi. 


Offer no 
excuses;‘no apologies. Never 
allow ‘him 'to-put you on the de- 
fensives’ Take command of the 








§2---. ny’ Fe id rere 


A 


and equipped with facts and figures. 


66 OU will remember that I told it took more than 
twelve people to’ prepare this shoe for you? Let 

me tell you a little more, if you please. American shoe 
workers are the best-skilled, best-paid artists in the 
world. About 60 per cent of the cost of this shoe is 
made up of the skill of human hands, brains, ingenuity, 
craftsmanship. In order that the American worker 
may live as you yourself wish to live, comfortably, 
well-housed, well-fed; well-clothed, and happy, they re- 
ceive American wages. Do you deny them that right? 
“‘May I ask what you paid for your hat? Ten dollars. 
How many items of materials in it? Three—felt 
leather sweat band and rib- 
Not 
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situation and dominate it—if you are properly prepared - 
* leathers. 
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by a man whose fingers are sensitive to the feel of fine 
Twice as much time was devoted to the selec- 
tion of this upper stock. Notice the lining. Again the 
very best and finest. Look at the soles. That sole 
leather is the choicest cut from best part of the finest 
steer hide—not cow hide. Observe the stitching and 
compare it with that of the other shoe. Do you see a 
certain fineness, a delicacy, a uniformity and beauty 
that is not visible unless you examine it closely. 

“Think of the time consumed in the selection of ma- 
terials, examining, grading, and final acceptance of de 
luxe quality. Think how many pieces of leather were 
rejected before this one pair of vamps was accepted 
by the examiner. Now, sir, that is only the beginning. 
We come now to the element of making, of putting the 

shoe together for your foot 
comfort and shoe satisfac- 





bon on the outside. 

more than five operations to tion. Good clothes demand 
make a hat. And you get : ; r good shoes. You cannot 
only one hat. You get two When Price Is Up For Discussion afford to wear any other. 
shoes.” “Too much money,” says the customer. “Hand Work! That’s the 


“Your belt cost you three 
dollars. Three items of ma- 
terials. Leather, thread and 
a buckle. Not more than 
three operations to make it. 
One belt—two shoes.” 

And so on right down the 
line with each article of his 
clothing, shirt, collar, tie, 
etc. Emphasize the fact that 
in no other article does he 
get a pair. 

No other article requires 
the assemblage of so many 
items as do shoes. Not by 
a long shot. Shoe mate- 
rials come from the four 
corners of the earth. There 
are anywhere from 90 to 
200 operations. After de- 
tailing all this to the ob- 
streperous customer, hand 


out with him. 


an_ alibi. 


defensive. 





It is better to have him say that than to 
walk out and give you no chance of fighting it 
It gives you an opening for 
an interesting and convincing argument—if 
you are prepared for it. 
harangue about the scarcity of materials. 
not begin any argument that may sound like 
Offer no excuses—no apologies. 
Never allow the customer to put you on the 


Just point out what Mr. Prather points out 
in this article—that the wide world has to be 
scoured for the material going into the shoe— 
that there are anywhere from 90 to 200 opera- 
tions which go into the making of a man’s high 
grade welt shoe—that much more than a dozen 
pairs of human hands handle the shoe from 
start to finish—and that American shoemakers 
are the best paid in the world. 

Try it and see for yourself. 


thing that counts in a fine 
shoe like this. I wish it 
were possible to take you in- 
to the factory and let you 
see just how this shoe was 
made. A specialty crafts- 
man gave the best of his 
talent and skill to the task. 
Each man who had to do 
with the fashioning of this 
shoe gave the best that was 
in him. He is a proud fel- 
low—this hand worker— 
proud of his product and its 
beauty. To him it is as 
great a triumph as _ the 
painting of a fine picture or 
the sculpturing of a great 
statue. 

“The making of a Swiss 
watch requires no more close 
application’ to delicacy of 


Do not begin a 
Do 








him this knockout punch: 

“No other article of wear- 
ing apparel but shoes comes in contact with the earth, 
its grinding sands and gravel, its grit and dirt. Con- 
stant friction from walking. Exposure to the elements, 
rain, snow, sleet, mud, dust, heat, cold, sudden changes 
of temperature, affect no other thing you wear as much 
and still you get more wear out of a shoe than anything 
else relatively. You cover your hat with an umbrella. 
You protect your suit with a rain coat. How often 
do you protect your shoes with rubbers? 

“Mister Man, get to know what your shoes mean to 
you. Get a better appreciation of them, intrinsically, 
and sartorially. Shoes are really the cheapest things 
you buy. They are the most important to your comfort, 
health, good looks and self-respect.” 

What shall be said to the man who asks: “Why is this 
shoe priced at $8 and this one at $14?” 


F you are properly informed you can do a fine job 
of educational work right there. Take the two shoes 
and place them side by side and point out, one by one, 
the many points on which they differ. Say this: 
- “This $8 shoe is a good shoe. It is solid, well-made, 





touch and handling than did 
the making of this shoe. If 
you could see the men who make these fine shoes you 
would be surprised. Mostly they are elderly men who 
have grown gray in their profession. Men of long 
experience and in many instances a lifetime of applica- 
tion to mastering a craft. They are above the average 
in intelligence. They are the aristocracy of the trade. 


66 UT, it is to the finish of the shoe that I wish to call 
your especial attention. You might not distin- 
guish between the two shoes in a hurried glance. But 
observe the fineness, the perfection of this one. Can 
you find a flaw or imperfection? No, sir. You will not 
be able to see, even with a glass, the slightest mar. The 
edge trim is perfect. That delicate line of the shank, 
that sweeping curve of the instep, that shaping of heel 
and toe, that bottom finish—all perfect! If there was 
an imperfection you would never see: it because you 
would never see the shoe. It never would leave the 
factory. : 
“The old fellow who put on the finishing touches sat 
at a bench with a shade over his keen old eyes. He 


finished that shoe as a diamond cutter finishes a gem. 


One slip of his knife would mean ruin. One scratch, 


one mar, would nullify all the painstaking effort that 
had preceded. Careful? He is about the most careful 


person alive. 


[CONTINUED ON PAGE 100] 
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Old —Man 


SUNSHINE 


Opens a 


Shoe Style 
SHOP 


UNSHINE has been brought into industry as a 
factor of fashion. Palm Beach is the first outpost Hand painted wooden clogs worn at the Med- 
of the summer of 1929. It exists as a fashion iterranean ave have some into ae Sonere 
center because of sunshine. The importance of sun- ican vogue with renewed interest. hey are 
2 t beach t 
shine has been underestimated in the last ten or fifteen Sener ee Srey em wn won Honoree 
years. People have been too busy at the world’s work. 








With the coming of prosperity, and an increase of A very pronounced sports season. 
leisure, sunshine has become a most important factor Green in all tones is outstanding in prominence. 
in the lives of everyone. The absence of sunshine in Brown and beige would carry on throughout the sum- 
the canyons of big cities has helped to increase the de- mer months. 
sire for it in the leisure hours of everyone. Doctors Blue in all shadings and combinations. 


and those interested in public health have found that White as a steady flare for the summer. White with 
civilization’s diseases have increased at an alarming color—not color with white. 


rate. They advocate a back-to-nature movement and Printed silks in volume. 

sun and sunburn is part of the formula. The introduction of lavender and purple in volume 
Health and youth is at a greater premium than ever selling. 

before. For those who cannot find sunshine outdoors, The distinctive uses of gray. 

the artificial violet ray develops some of the same helps The importance of the brown and black combinations 

to health. There is a curative property to sunshine fur early shoes. 

and air. Red, black and white combinations in printed silks. 
For these reasons the first fashion flashes from the Green and gray with orange motifs in smart prints. 

South are of greater importance this year than ever The invasion of sky blue in the daytime and evening 

before. For industries that study in advance their mode. 

problems of styling what smart people will wear early Current postures reflected in lower heel heights. 

in the season will indicate further tendencies in the Soft woolen tailored cloths for the first break after 

styling of new and unusual footwear for summer. This winter. 

advance interest in summer fashions almost before win- Nude and grain hosiery were anticipated as the big 


ter is settled in indicates that merchants and industry sellers. 

find it necessary to look further ahead to gage the 

major trend to good business and to profit. S the American plays more and more each season, 
Here are the highlights of fashion, generated in the and because of the intensive work accomplished 

National Styles Conference, and interpreted by Madame iin the five-day week, it has become necessary for the 

Hamilton Jeffries, Fashion Editor. They constitute a public to relax, and because Paris has anticipated these 

look into the spring and summer selling season by necessary holidays in the construction of modish attire 

pioneers of fashion: which has been adopted by all the smart Continentals, 


‘ 












Following the vogue for basket weave sandals 
comes a new development of low heeled American 
sandals, patterned on these two models, combining 
utility and wide open spaces 
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The 
types of footwear are very 
important for high style in- 
fluence. Angles still are P a 
in importance, hav- 
ing become subtle and in- 
triguing because of unusual 
treatment. The three t 
of shoes here shown - 
trate key shoes practical for 
the mid-sumer season. e- 
cause of the range of beige 
and comp ing 8 
much can be done by 
nations of color and material 


open shank and airy 


America has anticipated a tremendous sports season at 
her playgrounds. Palm Beach, Havana and Bermuda 
this season will anticipate its summer wants of May, 
June, July and August. 

At all the Paris openings, the light greens received 
a great deal of prominence. Green lends itself to 
youthful stylings and is one of the primary colors in 
the prism. The yellowish greens have a very new ap- 
pearance, and are a charming basis for the sun-tanned 
complexion. Lido sand and light parchment shades are 
smart with the lighter greens. 


EIGE in the yellow and rosy tones are pleasing neu- 

trals and are either worn as a symphony or as a 
background for high colors... Red and greens are ac- 
ceptable contrasts, and the beige shoe piped with a red 
that has a tinge of gold is a style accent peculiar to 
this season. 

Blue, which entered the style picture last season, is 
slated for a very big season this spring and summer. 
Blue has always been the color of distinctive dressers, 
and the vogue of three and four gradations of the one 
color lends itself to charming combinations of colors 
and materials. 

For two seasons white has been anticipated as a 
strong vogue for summer. There is the thought, how- 
ever, that strong colors off shades and pastels, will in- 
vade the white field, especially if color is not played 
early in the spring. Many manufacturers are going to 
use the white shoe with color accents. 


Many of the printed silks show a volume color ex- 


pression. Where for four or five years color was usu- 
ally employed to the square foot, forty or fifty are now 
used in harmonious detail. Therefore, it is anticipated 
that the neutral shoe and the black patent leather pump 
will be the important highlights for wear with the 
printed silk frock. 

Among the woolens and smart novelties, shades of 
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purple and violet enter the style picture. Again the 
neutral shoe or light tones of the brown family will 
complement. 

While gray has never been an American color and 
is generally considered a costume proposition, it has 
come through so successfully, and is being shown so 
artfully at the mid-seasons, that gray is now steadily 
creeping into the spring picture. The new rosy shad- 
ings are so corelated with the new powder shades that 
gray has become a most flattering spring color. 

Many milliners are showing the combinations of deep 
brown and black, and brown lizard pumps are styled 
with black trims. Some of the sweater costumes are 
featuring this combination, which is being shown in 
the Parisian booteries. 

Many necktie prints of small floral patterns show 
the red, black and white combinations, poppy red being 
the shade of red featured. 

Some of the finest import and domestic dress prints 
are incorporating geometrical designs with green, gray, 
orange and yellow accents. Gray is the background of 
some of the smartest and most salable silks. 


KY blue with a frosted finish is being considered 

for evening and daytime wear. These pastel leath- 
ers are smartest in instep bow ties, especially for the 
dancing modern. 

The low heel shoe is of great interest in the present 
style pulse because of the type of dress and the posture 
of the much accepted athletic pose of the sports devotee. 

Soft woolens in one and two piece combinations will 
style the walking shoe of light weight. calf. _ Athletic | 
expressions will be featured, but in light, delicate lines. 

Wee ones today are mindfu. of the style tempo and, 
as their’s is a life of imitation, they demand the lighter 
leathers and reptiles, lizard, snake trims and alligator 
in all-over and trim effects. 
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“Fash 10n “Jlashes “J rom P aris 


HE latest fashion flashes from Paris indicate to 
anybody who goes a great deal to the races and 
frequents the smartest places, like the Ritz and Ciro’s, 
in Paris, that one of the striking things is the preva- 
lence of black and white on the best dressed women. 
At Longchamps and at Ritz luncheons, the black 
cloth coat trimmed with ermine is an undoubted fa- 
vorite. The hat is black. At the races the shoes are 
also black. In the afternoon a touch of white is even 
introduced in them on the buckle. 


Fork southern wear Paris undoubtedly favors Pan- 

ama straw not only for the beach but for sport 
and even dressier clothes. It is seen as the toeless beach 
sandal often with a leather piping in red or blue, as a 
sold sport shoe with a low leather or rubber heel—one 
particularly handsome model has a narrow black leather 
piping, the leather being also used for the strap and 
the heel—and as a light slipper for delicate silk dresses ; 
in this case frequently trimmed with lizard or crepe 
de chine. : 


PRACTICAL mule now being launched is made 
of two tones of leather with a triangular strap 
effect fitting over the instep, thus insuring comfort by 
preventing the mule from slipping at the heel and 


flapping. 


ALKING about mules reminds us of the fact that 
they are now being made with frankly square toes 
and with toes that point right up into the air. These 
models are undoubtedly gaining in popularity, judging 
from the numbers which are now to be seen. Also, be- 


sides being trimmed with ostrich feathers and rubber 





flowers, gayly colored birds (the actual thing, feathers 
and all) and velvet flowers—huge ones placed smartly 
on one side—now trim the boudoir slipper. 


NEW method has been discovered for combin- 

ing two leathers in one shoe. Instead of sewing 
them together, one manufacturer now weaves the ends 
together, thus forming a design in the shoe. Apropos, 
the shoes made of two leathers woven together are now 
being made for southern wear without any linings what- 
soever, thus*giving added lightness and coolness to the 
shoe. 


RAVELING slippers are no longer prosaic, mono- 

toned leather affairs. They are now made of dainty 
silks embroidered in an all-over flower design, in bro- 
cades with a delicate kid edging, in pastel kids with a 
small printed flower or geometric design and in two 
contrasting leathers woven together in the same fashion 
as the day shoes. All these are provided with flat eases 
of the same material lined with a solid color. 


HE newest stocking is called Le Surbas-Guetre 
“Maille” which is as warm as the heaviest pair of 
woolen hose but has the advantage of being as light 
in weight as the sheerest silk stocking and as plentiful 
and satisfactory in fashionable color effects. It promises 
to replace the invisible woolen stocking almost entirely. 


AFFETA is the present favorite for the “Juene 
Fille,” as the French term the “Flapper.” There 
is no doubt that there is something extremely fresh and 
youthful in this material which outrivals any other. 





As Paris is favoring black 
shoes for individual costumes, 
these key shoes are types for 
the January, February and 
March mode. The one strap, 
the important favorite of the 
American woman, is shown 
in combinations of gray liz- 
ard. Paris forecasts a vogue 
of black shoes with gray in- 
lays. Many of the new T 
strap models are shown with 
the toe cap underlacing the 
vamp and continuing into the 
front strap 
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Getting More Shoes Sold Righi 


Stick to Shoes 


HEN production falls off millions of pairs in 
the months of August and September, what 
can be the economic answer? 

The population increases with a regularity that 
is measureable, the wealth of American people in- 
creases at a far more rapid rate and current sales 
at retail have not decreased, but have shown a fair 
acceleration. These three positive facts would all 
indicate more shoes in the making. 

But we face some action outside of the trade that 
is retarding the normal functioning of industry. 
It isn’t the falling leather market situation; it isn’t 
a doubt as to what will sell; and it isn’t a lack of 
monbyin the merchant’s possession. 

It is, perhaps, something that we haven’t very 
much right to talk about. If it were not equally 
prevalent in other industries, we would say nothing 
thereon. 

The truth of the matter is that merchants, large 
and small, are working more on a side line than on 
their main businesses. ‘The stock market ticker is 
capturing their imagination and their money. Many 
of them believe that the investment in a thousand 
pair of shoes, to make net $250, with all the risk 
therein attached, isn’t half as pleasant a game as 
taking the $5,000 and seeing what profits can be 
made in the stock market. 

It is also strange, but a true fact, that the mer- 
chant thinks he is a little quicker witted than the 
widow, orphan and outside investor. He has, in 
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these past few months, played his intuition for a 
possible profit in the stock market. If he wins 
does the merchant reinvest it in the shoe business? 
He does not. He buys articles of luxury, gets a 
keener enjoyment out ‘of life and leisure and puts 
more capital back into his stock market invest- 
ments. 

That’s the story if you want to know the truth 
of why manufacturing has been at a low ebb, and 
why shoe store stocks are not what they ought to 
be in “wanted merchandise.” 

This craze for gambling in the stock market has 
caught everybody and there is less work and less 
accomplishment by the time-honored application of 
mind and muscles to one’s business. This can’t go 


‘on forever, but while the country has a prosperity 


complex and a stock market gambling impulse, the 
ordinary practices of business must be delayed. 

When a merchant in his sane and sober mo- 
ments returns to a realization that his shoe busi- 
ness is his life’s work, and has been built up by 
years of patient service and saving, and that it 
should not be risked on the whim of the stock, then 
will business return to normalcy. What is more, 
quick earnings are usually easily spent. When the 
merchant gets back to work, minus his money, he 
will be up against the sad realization that a busi- 
ness, like a body that is not constantly exercised 
and nourished, is not a well business. Being in- 
valid too long makes recovery more distant. 


Sunny Days Ahead 


LD MAN SUNSHINE opens up a fashion shop 

next month, and in the sunny South he will 
keep his tannery busy on the beach making sun- 
burned limbs, because the fashion folk who step 
into his store will want shoes to blend. Therefore, 
we may expect sun, sun-burn shades and white to 
smile together. The first test out of summer foot- 
wear in the sun-burned colors comes in the mid- 
winter of the calendar in the Southern regions, 
where people who follow the sun can enjoy it, plus 
the luxury of dress. 

The new acceptance of sun-burn as a fashionable 
feature is expected to influence both dress and foot- 
wear in 1929. Fashion conquers all handicaps. 
Therefore, you can go South for a real sun-burn, 
vr you can have it at home under a lamp or with 
a lotion. When a fad is made universal it con- 
tributes to fashion development. 

Will sunny dress colors bring out the lighter 
range of leather shades to white? It is so ex- 
pected in the judgments of those who attended the 
Color Conferences. If women wear print dresses 
and cameo-tinted fabrics, the importance of the 
lighter colors and white in both shoes and hose is 


emphasized. 
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High Retail Prices 


HAT a strange mind a merchant must have 
~ if he is to operate in the dual capacity of 
waiting for the first snowstorm for selling the 
shoes and over-rubber footwear of today, while 
thinking of what he needs to buy for delivery early 
next spring. The fact that he can do it is clearly 
evident this season. The theory of hand-to-mouth 
buying is spreading out into an anticipation of 
wants. Changing events brought this about. 

When women have as their first interest color 
he knows that his stock must be color-right. It is 
for this reason that the intelligence put into the 
selection of shoes this season must be of a higher 
order than ever before. Organizations which have 
previously been able to multiply stock orders by 
the simple across-the-board method of buying, now 
face the necessity of reconciling the new needs of 
the public with a little more complicated stock in 
stores. 

The whole thing goes right straight back to the 
wants of women in footwear. When a black shoe 
is wanted to fit in with a costume nothing else will 
satisfy, even if given as a gift. The woman now 
knows what she wants and why she wants it, and 
it is up to the mer- 


— — 
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on the bargain table, anticipate an even greater 
number, because as public selection becomes more 
acute, one color alone cannot cover as wide a range 
of dress harmonies. Some shoes need to be priced 
at three times their cost, or better. 

These factors all indicate the necessity for an 
entire industry giving more thought, and advance 
thought to the more perfect selection of shoes for 
next spring and summer. That is one of the fun- 
damental reasons why we emphasize and re-em- 
phasize the need for timing orders. A new prob- 
lem comes into the factory assembling the exact 
colors wanted—more time is needed in production 
to have everything ready for an early delivery date 
in spring. 


Letsure and Sports 


F F you are calendar minded, consider the fact 
that early Easter, March 31, develops a longer 
summer season, April, May, June, July, August and 
September. This line-up in the dress field pre- 
cludes a similar formation of fashion facts in foot- 
wear. 
If women are sports dress conscious, what about 
men? Are men getting to be more sports expres- 
sive? If so, are we in 
a) line for the sale of 











chant to be ready oN 
when she wants it. 

A complete new 
courage in asking a 


The Reason Why 


more sports shoes? 
An expression of 
sport in footwear, 


better price for shoes 
at retail must enter 
the field of merchant 
thought. No woman 
will be able to get ex- 
actly the shoe she 
wants next spring to 
match precisely the 
color wanted without 
paying a real price for 
it. It is absolutely 
necessary for the mer- 
chant to get up cour- 
age to buy with the 
thought in mind that 
_where close matches of 
color are wanted by 
the customer, it will 
no longer be possible 
to sell shoes out to the 
last pair, and that the 
public must pay a 
price for the extra 
skill in selection. If 
the old order of things 
was ten pair out of 
every hundred went 








OFFICE OUTFITTERS CoO., INC. 
Birmingham, Ala. 


The Vanity Boot Shop of this city have just fur- 
nished us with the article in your magazine cov- 
ering their stock record and a letter from Boulay- 
Lasserre, Cannes, France. 
You are to be congratulated on the international 
distribution of your magazine, and it is our opin- 
ion that any one wishing international publicity 
use the Boot AND SHOE RECORDER as a medium: 
Yours truly, 
OFFICE OUTFITTERS CoO., INC. 
By J. M. F. 


aa * * 


Important buyers in many foreign countries 
have long been regular subscribers to the Boot 
AND SHOE RECORDER. 

Inquiries from Iceland, Alaska, China, Japan, 
India, South American Republics, and Europe 
are not at all infrequent. 

We appreciate the thoughtfulness of the Office 
Outfitters Co., Inc., in writing us. 





President 














through sun and san- 
dals for women, and 
leisure and sports 
shoes for men, offers 
real opportunities in 
every store next year. 
Three paths of profit 
in men’s shoes in 1929 
are possible—brown 
leathers, summer 
weights and: sport 
shoes. Here is a ready 
made opportunity for 
the alert, progressive 
retail shoe merchant. 
* * oo 


We made a grave 
error in last week’s 
issue when we gave to 
the late George Wash- 
ington Brown the 
wrong middle name. 
The error is unpar- 
donable, for there 
should be the utmost 
accuracy in an obit- 
uary. 
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0A ‘Record ay ports 


Manufacturers of Men’s Wear, Knit Goods and 
Retail Shoe Merchant Must Compete More 


Particularly in the Sale of Golf Footwear—I} 
Learn Enough to 





Novelty effects are appearing in some 
of the men’s sport footwear lines for 
spring. Tweeds and woven leathers 
are being tried out, but the biggest 
volume probably will be in the tan 
and white and in the black and white 
combinations. The three shoes shown 
on this page, reading from left to 
right, are black calf combined with 
white buck; gray tweed with black 
trim; and white buck with tan trim 


in sport footwear for men is considerably more than the expression 

of a hope. All factors by which business trends may be judged 
point to it. And to make the case stronger, consider the fact that 
strenuous preparations in anticipation of a healthy increase are being 
made also by the men’s ready to wear and knit goods industries. 

In these two industries, furthermore, the trend is toward simplicity 
of line, pattern and color. Advance showings of suitings reveal a pre- 
ponderance of plain colors in- unpatterned weaves in tans, browns and 
grays, and in the so-called off shades such as bluish gray, for instance. 
In finish, these suitings are semi-rough. They are not, as has been said, 
vividly patterned as was the case two or three years ago when herring- 
bone weaves and similar effects were popular. 

Even the patterns of the finished garments themselves show this trend 
away from the extreme. There may be a revival of the coat with the 
short belt in the back and, also, there may be a semi-revival of the coat 
with the so-called “by swing”—an open pleat at the union of sleeve with 
coat back, permitting of a freer arm swing. 

This trend in the garment field permits of considerable variety in 
sports footwear. Patterning may be very plain in strict harmony with 
the pattern plainness of cloth and hose; or it may be decorated in such 
a way as to complement this plainness. 

Extreme dogginess, however, will be out of place and will not appeal 
to the fastidious dresser although it is likely to be seen to some extent 
in the volume grades. In the higher grades nothing more vivid than the 
conventional wing tip with small punching and perforating will be seen. 


T inex that the shoe trade can look forward to a record 1929 season 


O the already familiar tan and white, black and white, all white and 
all tan, this year add a darker brown approaching the tobacco shade. 
This will be used as all-over color or in combination with tan or white. 
But of more immediate importance to the retail shoe trade even than 
the styling of sport footwear is the selling of them at retail. Sporting 
goods stores are getting a dangerously large volume of this business. 
This is a form of competition which the retail merchants in the 
shoe trade have met in the past with a singular lack of intel- 
ligence. 

The only arguments advanced to date, sounding sus- 

piciously like whines rather than thoughts, are: 
“First—The shoe store is the right place to buy 

shoes. 

“Second—What does a sporting goods 
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to 











December 1, 1928 BOOT AND SHOE RECORDER 59 


Year ‘Fust 0A head 


Shoes All Look Forward to Big Season, but the 
Intelligently with the Sporting Goods Dealer, 
Your Men Don’t Understand Golf Have Them 
Talk About It 


dealer know about fitting?” 

The writer disposed of the first by mentioning that he buys Beeman’s 
pepsin chewing gum from a newsdealer and,, even in this debased envi- 
ronment, it still remains Beeman’s pepsin gum. 

The second may be disposed of with equal brevity by pointing out that 
the sporting goods dealer knows a lot more about fitting shoes than the 
retail shoe merchant thinks he does. 

In addition to which the sports goods dealer has in his employ retail 
salesmen who themselves play the games for which the footwear in 
question has been designed and who can, and do, talk intelligently about 
the peculiar fitness of their merchandise for the particular sport during Just below is the shoe of woven 


which it is to be worn. . leather, mentioned on the opposite 
In addition to which the sport goods dealer has in his employ retail page. It comes in black and white 
shoe merchants. and tan and white. Next below is 


the familiar wing tip, which is the 
HERE is a fraternal feeling among golfers when they talk golf. This volume pattern in the best grade 
brings the golf-playing salesman closer to the customer than would lines almost every season. It will be 
otherwise be the case. Furthermore, the golf-playing salesman, in most seen this year in combinations of 
cases, can claim truthfully that he, himself, wears the shoes which he is black and white, brown and white 
urging the customer to buy. He can talk from personal experience of and in tan and white. The plain toe 
their comfort, durability, etc. He knows what is required of feet when pattern with apron of brown is good. 
playing golf and, in consequence, what is required of the shoes which 
are worn when playing it. 

The salesman who does not play golf, or who does not know golf, has 
not this advantage. He is merely a salesman and not an advisor. 

One clever merchant has solved this difficulty by supplying his retail 
salesmen with golf instruction books, of which there are several on the 
market. He has insisted that his men study these books, designed for the 
man who is just starting to learn to play. This gives them, in large 
measure, the knowledge which they can later apply in selling golf shoes, 
even though they may not play the game themselves. 

Also, as pointed out in a recent article in the Boor AND SHOE RE- 
CORDER, it is well to have your men familiar with golf history up to 
date. Know when and where the big tournaments are being 
played. Learn the names of the leading players. Be able to 
talk golf and you will sell more golf shoes. 

It helps any shoe merchant to have a line of talk 
with which he or his salesmen may regale the cus- 
tomers. Baseball, football, tennis, golf, etc., are 
talked as much as they are played. 
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eAre You 


PROFIT 
MUNDED? 


Opening Gun of N.S. R.A. (Convention 
to be held in (Chicago 
January 7-10, 1929 





E. A. BURRILL 


HE opening statement of the 

campaign to bring the maxi- 

mum number of merchants 
to the National Shoe Retailers’ 
Convention in Chicago, Jan. 7-10, 
1929, is made by Reuben Metz, 
chairman of the General Commit- 
tee. Mr. Metz indicates that in 
the four days of the convention 
the following time schedule be 
considered: 

Out of one hundred hours, de- 
duct forty hours for sleep, meals 
and recreation, leaving sixty 
hours for contact with the best 
concentrated thought of the indus- 
try in the production and distri- 
bution of shoes for 1929. He 
adds: 

“Even if during that time a 
merchant should obtain only one 





Education Schedule at 


Forum of Tuesday— 
10:00-12:30 


Moving Film— 

“Your Share of Pairs Merchandis- 
ing Practice” 

Conducted by “Dr.” E. A. Burrill 


Forum of Wednesday— 
10:00-12:30 
Moving Fiim— 

Size Control System 
Conducted by “Dr.” E. A. Burrill 
Forum of Thursday— 
10:00-12:30 


Moving Film— 
Profits—Gross and Net 
Advertising 10:00—12:30 
Conducted by “Dr.” E. A. Burrill 


to exchange ideas with your com- 
petitors and to know how others 
in the shoe business, confronted 
with the same problems and diffi- 
culties which confront you, handle 
their trying situations. 

“The coming annual convention 
of the National Shoe Retailers’ 
Association, which will again be 
held at the Hotel Stevens, is of 
unusual importance. Here, again, 
will be assembled all factors of 
the great shoe industry in one big 
hotel. Tanners, manufacturers, 
retailers, traveling salesmen, re- 
tail salesmen, buyers and sellers.” 

The keynote of the convention 
has been set by Anthony H. 
Geuting as one of “education 
first.” The direction of the edu- 
cational program at the National 








or two or three definite workable 





Convention will be under the leader- 





ideas, and should obtain many more, 

these few ideas might possibly mean all the difference 
between plus and minus in the conduct of his business 
the coming year.” 

In analyzing the problems confronting the shoe 
merchant and buyer, Mr. Metz declares: “To all of 
us engaged in the shoe industry two things are clear. 
First, that the 120,000,000 American people will con- 
tinue to wear shoes. Second, that these same 120,- 
000,000 people will continue to buy most of their shoes 
from the 30,000 exclusive shoe stores. 

“Your store will continue to serve the public better 
and do more business exactly to the extent that you 
show knowledge, industry and vision and capacity to 
conduct business. You need not only your own best 
thinking and planning, but also to gain the best 
knowledge of what is going on in the shoe industry, 


ship of Ernest A. Burrill. This 
week he has published his merchandising book 
“Profit” as a background for his merchandising work 
through the National Advertising Fund. Here is 
“Dr.” Burrill’s reply: 

“When one uses the term ‘merchandising’ the word 
has many varieties of interpretation. To one man it 
may mean profit, to another sales, to another turnover 
and to another budget. As a matter of fact the 
science of merchandising is a combination of all the 
elements in business which tend toward profitable 
operation and conservation of capital. Like Topsy, 
the use of the word merchandising has just ‘growed 
up’ in the retail business world. 

“Therefore, while the Nationa] Convention through- 
out is full of its educational phases, the particular 
spot of focus for my efforts wiil be to make clear to 
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shoe retailers the growing importance of the mer- 
chandising phases of 1929 and the future. 


6< WO years ago at the National Convention I had 
the pleasurable opportunity of addressing the 
convention and I supplemented my story with a series 
of large black and white charts, with simple ‘figure 
pictures’ to illustrate the points I wished to emphasize. 
I know that these simple charts received fully as much 
if not more attention than the accompanying story. 
Because I fully sensed how eagerly the audience 
grasped the point of these charts, I decided then and 
there that some day I would attempt to cover other 
fundamentals of merchandising with similar simple 
charts. The result of that decision is the publication 
of this condensed merchandising book ‘Profit’ as a 
background for the educational work of the Men’s 
Campaign. 
“At Chicago the educational program in this par- 
ticular phase will be carried out in several ways. 
“First, by means of a moving picture film, which 
I hope will be the 
start of an educa- 
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of the shoe retailer for 1929 will be a well-sharpened 
lead ‘pencil. It will not be sufficient for him to utter 
an enthusiastic ‘yes, yes,’ as some one else in charts 
or on paper figures out the budget of operation in its 
complete or individual phases. Therefore, another 
of the units in this educational program will be a 
simple problem, the intention of which is two-fold. 
First to encourage retailers to get busy with their 
own lead pencils instead of accepting some one else’s 
figures, and second, the intention is not to present a 
‘tricky’ question, but rather to summarize in this way 
a simple formula which, after all, is the whole answer 
to the 1929 operating program. 

“This, in a brief way, summarizes what is meant 
when the Educational Program of the National Con- 
vention at Chicago is emphasized.” 


REMARKABLE book on retail shoe merchandis- 
ing by Ernest A. Burrill has just been issued by 
the National Advertising Fund of the National Shoe Re- 
tailers’ Association in connection with its four-year Ad- 
vertising Campaign 
for the men’s Shoe 


tional library. This is ; = i I r Its titl 
tional library. This TA Viale aaa Oa RSI | moustry. Tis title 
tempt to illustrate me : a series of black 
the ideal shoe store AND MORE PROFITS and white charts 
nor dramatize ex- and concentrated 


: moneele 
vases) 
14.000 


Sales 


Gross Profit 


actly correct sales- 
manship. But it 
will, I believe, give 
a new vision of the 
opportunity of the 
average shoe store. 
Nor will it be.a 
“big city” story—it 
will be brought 
right down to the 
medium sized inde- 
pendently owned 
store. The title of 
the film is “Your 
Share of Pairs.” 
This film will be 
shown at the open- 
ing of the morning 
merchandising con- 
ferences on Tues- 
day, Wednesday and 
Thursday. 

“Second, through- 
out the exhibition 
hall, will be ar- 
ranged a series of 
large displays in 
simply arranged 
charts, which will 


All Expense 


(except adv) 


Advertising melee 


eee) 
2,500 


Total Expense 
Net Profit 


increase will do this. 





“How to Profit MOST,” a Problem from 
“Dr.” Burrill’s Book 


A $50,000 shoe store spends $1,000 per year for publicity 
on the 2 per cent basis. How much extra volume will such 
a store have to do to support a 8 per cent advertising budget 
and still hold the entire operating cost to fair ratio? 
shown by the figures above, less than 10 per cent volume 


To put the story which these figures reflect into para- 
graph form, here is the proposition: 

“Increase your advértising budget 50 per cent (from 
$1,000 to $1,500), increase sales 10 per cent (from $50,000 
to $55,000, or less than $20 per day), and even though your 
margin of markup is unchanged (35 per cent), your gross 


paragraphs, it deals 
with the fundamen- 
tal elements of do- 


*56 000 
IQ 260 


ing business’ in 

8 practical language 

4, eee from the field of 
{Soo actual experience. 
LTHOUGH it 

00) contains but 
“ 68 pages, yet in that 
3,150 condensed area is 
packed in a com- 


pelling way and in 
understand- 
able terms, the defi- 
nite things which 
will turn profitless 
volume into profit- 
able volume. In the 
33 chapters and the 
40 striking illustra- 
tions, the author 
has covered the 
principles of profit 
making, gross profit 
and mark-up, ex- 
pense handling, de- 
preciation, compen- 


As 


also tell specific profit in dollars shows an increase of $1,750 (from $17,500 sation, overstock 
merchandis- to $19,250). The only increase in expense is in advertising, and its correction, 
ing stories, quickly hence all this extra gross profit ($1,750) except the extra turnover, budget 


and definitely, and 
yet give opportunity 
for all to study the 
points thoroughly. 
The eye appeal 
oftentimes registers 
more permanently 
than the ear ap- 


(from $2,500 to $3,750). 


peal. per cent. 
“Third, one of the 
real working tools 





expenditure for advertising ($500) becomes new net profit 
($1,250) and increases the total net profit exactly 50 per cent 
Furthermore, this “top ten per 


$500 more in money, becomes 28.2 per cent instead of 30 
And even though the net profit per cent is only 
6.8 ($3,750) instead of 5 per cent ($2,500), yet the amount 
of net profit is 50 per cent more.” 


handling, sizes, 
sales promotion, ad- 
vertising and out- 


cent” of volume affects all percentages favorably. The ad- lines the correct 
vertising appropriation, although 50 per cent more in method for record- 
amount, becomes 2.8 per cent instead of 3 per cent because ing and _ studying 
of the extra volume. The total operating expense, although these important ele- 

ments. It is a full 


but condensed course 
in retail merchandis- 
ing. 
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etting the ‘Passinc ‘oblic 


Your Window Is the Only Thing Which 
Can Stop Them 


By HARRY M. MESSENGER 
Advertising Manager, A. E. Nettleton Co. 


chandising, the window and 

store display of merchandise is 
playing an increasingly important 
part in the making of sales. While 
many of the smart shops of the 
larger cities put great care and ef- 
fort back of their trims, there are 
a great many more who woefully 
neglect the importance of them. 

It may well be said that the “per- 
sonality” of a store is reflected in 

ere its window displays. They attract 
or detract, according to appearances. The passing pub- 
lic form opinions which more often become conclusions, 
and many a retail store with a much better interior 
suffers from these reactions from the outside. 

Attractive, well balanced windows will create good 
impressions and frequently cause helpful comment from 
those who may have never even traded in the store. 
Windows that dominate are usually talked about— 
especially by the women—and attract attention to the 
store. 

But more important than this is the appeal it creates 
for the merchandise shown. It is natural that we like 
to have white linen and silver with our meals. That is 
custom—the result of training and education. It doesn’t 
actually make the meal taste any better, but it certainly 
makes it more enjoyable. 

For the same reason we all like to see merchandise 
shown in an attractive, appealing manner. It doesn’t 
make the merchandise one whit better, but it does make 
it look better and seem more desirable. - 


/ N the modern category of mer- 


The judicious use of window displays is of increasing 
importance for the success of any well planned adver- 
tising campaign. With the proper effort and tie-up the 
windows can be made to pay a large part of the rent of 
the store. They are silent salesmen—working tirelessly 
and telling whatever message you may give them to an 
interested public. How well they serve is determined 
entirely by how well they are treated. They can hurt 
your store or they can help it. They can be made to at- 
tract or repel the class a store is trying to reach. 

The policies of window displays should be carefully 
studied and a definite effort made to create as much as 
possible a type and style of presentation characteristic 
of the store itself. 

Retail stores adopting this method have secured re- 
markable results. Saks of Fifth Avenue is perhaps one 
of the most outstanding leaders of this policy. The 
futuristic designs embodied in almost every. ‘trim have 
given their store and the merchandise displayed a dis- 
tinctiveness which has become peculiarly their own. 
As leaders of women’s fashions Saks has few rivals, 
and it has unquestionably been their leadership in 
modern and up-to-date trims and displays which has 
helped to give a freshness and a newness to the mer- 
chandise exhibited. 

In men’s department store display, Finchley of New 
York and Chicago unquestionably leads all others. The 
arrangement of different rooms for the display and sale 
of different kinds of apparel gives the store a clubby 
effect for which Finchley has become nationally known. 
It is a merchandising plan that Finchley early adopted 
and has successfully exploited to its own advantage. 

In the Nettleton factory we have erected a model re- 
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On this page, as well as on the 
opposite one, are shown photo- 
graphs of windows installed in 
the model store which ts a fea- 
ture of the educational work 
done at the Nettleton factory in 
Syracuse. The idea in each is 
to get across the ensemble idea 
for men—the proper relation- 
ship of suit, shoes and dress 
' aecessories 





























The photograph at the top shows 
shoes and clothes for business 
wear. In the middle is the cor- 
rect ensemble for active sports 
wear. At the bottom is shown 
dress sports attire. These are 
window trim types which could 
be adapted by almost any retail 
merchant, using suits and dress 
accessories borrowed from a 
friendly neighbor 








tail store, complete in all its detail, as an example of 
modernistic art in exclusive fine shoe merchandising. 
The windows of the store are used for the purpose of 
trial displays, the most attractive of which are photo- 
graphed and sent to our stores and retail outlets for 
adoption. 
Most of these displays are of an ensemble type, with 


Nattleton men’s fine shoes of course dominating the unit. 
To dramatize the correct use of the particular style of 
shoe models displayed, we build the exhibit around a 
center unit of men’s attire best suited to be worn with 
the shoes shown. The backgrounds-in all'cases are sim- 
ple and dignified, lending a fine quality treatment to 
the trim. 
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The talking unit boxes at the South Michigan Avenue, G. R. Kinney store, Chicago, III. 


on Units that Talk 


Kinney Store in Chicago Builds Display Fixture 
of Giant Wooden Letters Which Spell 
Name—Sales Increase 36 Per Cent 


H. SPAULDING, manager of the G. R. Kin- 

ney Co. store at South Michigan Avenue, Chi- 

cago, has found a new use for the box display 

unit. The ones shown in the window above were built 
of wood in the shape of the letters K-I-N-N-E-Y. 

All letters were built 48 in. high and 6 in. deep. 
With the exception of the letter “I,” they measured 
80 in. across the face. The color scheme was black, 
orange and silver, the latter color being inside the let- 
ters and serving to throw the shoes into high relief. 

The total cost was less than $10 and the first Satur- 
day following its installation showed an increase of 
36 per cent. Window shoppers doubled in number. 

This opens up some rather interesting possibilities 
in the way of stunt trims. The idea could be adopted 


by any firm wishing to give prominent and unusual 
display to its name in connection with its window 





‘ 


trim. It could also be adapted for use ih connection 
with displays of shoes all of one family or leather. 

P-U-M-P-S or 

S-A-N-D-A-L-S or 

S-U-E-D-E. 

These are combinations which suggest themselves 
as possibilities. Or the same idea could be used in 
sale windows. How many shoes, for instance, do you 
suppose could be displayed in the following letters: 

O-N-E T-H-I-R-D O-F-F. 

Or, in a window for men, how about 

S-P-O-R-T-S? 

You may roll your own, with the certainty that if 
the carpenter does a good job in building the letters 
and the painter gives you attractive color combina- 
tions, you will have a display which will certainly 
compel attention. 
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HE 244th meeting of the Bos- 
ton Boot and Shoe Club, held 
Nov. 21, fired the spark that 
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ariff Fight | eYtarts 


While Asking Protection on Footwear the Industry Insists 
on Free Imports of Hides and Skins 


sell her shoes here, as well as at home, and elsewhere. 
European shoe manufacturers are going to take stronger 
measures than ever to invade the American market, and 








Company. 





H. C. KEITH 


Who started the 
tariff ball rolling 
by pointing out 
the danger spots 
in our present 
policy of free im- 
portation of foot- 


the shoe and leather industry 
in France conducted its an- 
nual fair. He also acknowl- 
edged the remarkable progress 
made by European shoe manu- 
facturers, and of the extreme 
difficulties of hoping to com- 
pete in Paris with shoes of 
French manufacture. He ex- 
plained that two Walk-Over 
Stores in Paris have been 
forced by his European skill 
in shoe styling and production 
to confine most of their types 
to tailored, sport and correc- 
tive shoes. 

On the subject of tariff Mr. 
Keith said: 

“We all know that the im- 
portation of women’s shoes 
from Europe has increased in 
the last three years more than 
700 per cent. We also know 
that there has been a very 
large increase in men’s shoes 
from Europe and these im- 
ports are likely to increase. 
‘There is at the present time a 
newly organized combine in 
France; in fact, the biggest 
shoe combine in Europe, out- 
side of Bata’s. This organi- 


‘zation is looking to America 
:as a field of operation. There- 
fore, we must anticipate that 
Europe is going to attempt to 


will be heard all over the country in 
the next six months. The battle of 
the tariff will be based on the key- 
note speech of Harold C. Keith, « 
President of the George E. Ke‘th 


For weeks the National Boot and 
Shoe Manufacturers’ Association has 
been making a study of its position 
on the tariff, and Mr. Keith’s ad- 
dress preceded by three days the 
release of the resolution boxed at the 
bottom of this page. 

Mr. Keith prefaced his statement 
on the tariff with a consideration of 
“How I Found Things in Europe.” 
wear He was particularly complimentary 
in commenting on the way in which 


protective tariff. 


we Americans must have protection in the way of a 


HAD the pleasure of sitting in with the Tariff 
Commission of the National Boot and Shoe Manu- 


facturers’ Association, of which Mr. McElwain is chair- 








Duty on Hides—No 


Duty on Shoes—Yes 


The National Boot and Shoe Manufac- 
turers’ Association takes the position that 
we should retain hides and skins on free 
list. It favors a reasonable import duty 
on shoes to offset the difference in foreign 
labor costs. 

The following resolution was passed at 
the last meeting of the Board of Directors 
of the Association, following an investiga- 
tion of several months by a Tariff Inves- 
tigation Committee, of which J. Franklin 
McElwain is chairman: 


BELIEVING THAT a duty on hides and 
skins would not benefit the farmers; but on 
the contrary, would increase the cost of shoes 
to consumers, 


BE IT RESOLVED that the National Boot 
and Shoe Manufacturers Association use every 
fair means to retain free hides and free skins 
for the benefit of the industry and the welfare 
of the country. 


AND that inasmuch as wages in foreign 
countries are far below the wages paid in the 
shoe industry in America, the National Boot 
and Shoe Manufacturers Association favors a 
reasonable import duty on shoes, that would 
offset the difference in cost, thereby protecting 
American industry, American labor and Amer- 
ican standards of living. 














man. The importation of women’s shoes into the United 
States was less than 2 per cent of the shoes made by 
American shoe manufacturers. 
manufactured over 98 per cent of all the shoes sold in 
this country. The importation of men’s shoes from 
foreign countries amounted to less than 1 per cent of 
all the men’s shoes manufactured by American shoe 
manufacturers and sold here. 

“Therefore, at the moment, we cannot go to Con- 
gress and say that our industry is tremendously 
jeopardized by the importation of shoes. And yet we 
do know that the tendency to import shoes is grow- 


In other words, we 


ing, and it will probably be 
only a few years before the 
above-quoted figures will look 
small. 

“At the same time, we 
must look beyond the matter 
of tariff on shoes and recog- 
nize that we are now living 
in a time of free hides and 
skins. There has been no 
duty on them for many years. 
With the farmer influence in 
Congress and with the possi- 
bility of Congress giving to 
the farmer a tariff on hides 
and skins, an increased cost 
in the finished product would 
result. For instance, if a 10 
per cent duty were placed on 
hides and skins, it would 
mean an increased cost to the 
American shoe manufacturer 
of 50 cents a pair, which 
would have to be passed on 
to the public.” 

“We do not want to have a 
duty on necessary raw ma- 
terials. Seventy per cent of 
hides and skins come in 
from other countries, and 
therefore our industry must 
fight to maintain free raw 
materials. I hope that the 
farmers can be made to see 
the foolishness of having a 
duty placed on hides, from 


[CONTINUED ON PAGE 99] 
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What are you selling 


to Speed-up your Turnover- 


just “Shoes” or 


Foot Saver Shoes? 


Sev, Foot SAVER SHOES—they move faster, and 
repeat oftener. 

SELL THE Foot SAVER exclusive patented in-built 
construction—it brings in—and brings 
back — more customers for more pairs of 
Foot Savers. 

SELL THE Foot SAVER combination of supreme 
style with utter comfort—comfort stabi- 
lizes your volume—the styles multiply 
your sales. 

Set, Foor SAveRS—and watch your turnover 
double — and your bank balance climb. 

Put Beuinp Your Suop the Foot Saver national 
advertising — appearing every month in the 
year. Then watch your turnover speed up. 


The Julian & Kokenge Co. 


426 East 4th Street, Cincinnati, Ohio 


Men’s Foot Savers made by Commonwealth Shoe & Leather Co., Whitman, Mass. 
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Resulted in 


50 Per Cent 
INCREASE 
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A Change in Operating Methods_ 
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eymaller Stock 


A. B. Stephenson of Greenville, Texas, says that co- 
operation he receives in return for concentration on 
one manufacturer's line is principal cause of result 


had operated a shoe store along conventional 
lines. He bought his shoes from various manu- 
facturers, and to quote him, “always had about 50% 
slow moving stock caused by buying so many conflicting 
lines.” Profits had been extremely small. In fact, in 
some of the years he had operated at a loss. 
Having heard of the successful operation at other 
points of the,Brown Plan of Shoe Retailing, he decided 
to investigate. The analysis of his business which was 


P to about three years ago and for some years 
previously A. B. Stephenson of Greenville, Texas, 





subsequently made by the management of the Brown 
Plan disclosed that all the physical requirements for 
conducting a highly profitable shoe business were there. 
The location was good, the trade area large, and there 
was ample capital available. 

Mr. Stephenson decided to adopt the Brown Plan. 
All the conflicting lines were closed out, and when this 
had been accomplished, and a bright new stock of 


Brown >ilt and Buster Brown shoes had taken its place 
the store was opened as a Brownbilt Shoe Store. 

“We have shown a consistent increase in sales under 
the plan,” writes Mr. Stephenson. “The first year we 
did $26,000, the second year we did $33,000 and 
this year we will do at least $40,000. This we have 
accomplished with a smaller stock than we previously 
needed for a much smaller sales volume. We believe 
the reasons for the change are the cooperation we are 
getting from the various departments, and concentra- 
tion on one line. We are showing a nice profit every 
week.” 

Mr. Stephenson’s Brownilt Shoe Store is one of 
several hundred independent shoe stores operating on 
the Brown Plan. These stores, while maintaining their 
complete independence enjoy every advantage of chain 
store units. They have but one source of supply— 
Brown Shoe Company. Here they get every kind and 
type of shoe they can sell at a profit. They get a highly 
organized form of cooperation in every department of 
retailing. 

Collectively these stores averaged 8.3% net profit on 
their retail sales last year. Their net profit on gross 
investment averaged 22.3% and profit on net, investment 
(total investment less indebtedness) averaged 39.4%. 
The Brown Plan has during the period of years it has 
been in operation, reached a point of perfection that 
practically insures outstanding success for any retailer 
with the capital and personal ability to adopt and handle 
it. Such retailers are invited to inquire for details 
either from our sales representatives or from us direct. 


Previn Guo Gowsgasray 
Manufacturers St. Louis eR 
SHOES FOR EVERYBODY FOR EVERY OCCASION 
























@ohe new gift + + = 
+ + to modern shoes 


Yesterday—the bench and the old-time shoemaker . . . 
the wood peg . . . the boar’s bristle. . . and unsatisfactory 
quarter linings of split leather. 

Today— gigantic factories ... modern methods .. . modern 
materials .. . and, now, MODERN quarter linings of soft, 
velvet-smooth texture. 
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Kemisuede for quarter linings is be- 
coming more and more the first 
choice of leading shoe manufacturers, 
for Kemisuede 

is as comfortable as it looks 

is non-staining 

is non-chafing 

is easily workable 

wears longer 

cuts without waste 

. permits master-craftsmanship 

and, yet, costs no more than ordinary 
leather. 


SHOE PRODUCTS DIVISION 
The Seiberling Rubber Company, Akron, Ohio 


KEMISUEDE QUARTER LININGS 
BEARFOOT SOLES 
SEIBERLING HEELS 












quarter linings 1s 
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_it never chafed a stockine”’ 


Many a pair of fine shoes have 
been sold simply because a 
hesitant customer's attention 
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was called to the smooth 





quarter linings of glove-soft 
Kemisuede that “‘never chafed 
a stocking.” 









©Following through 


The final touch that makes a fine shoe finer 
is a quarter lining of velvet-like Kemisuede— 
softer, smoother and more satisfactory than 
ordinary split leather. 
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Choice Black Kip. 
Pep last. Single Sole. 
Sox Saver Heel Lining. 


Style 627—Also in Dark Tan. 


hs, 


or 
MENS WELT SHOES 
Quincy, Wl. 








CHICAGO—189 W. Madison St., Room 1107 SAN FRANCISCO—Pacific Bidg., Room 623 
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Christmas—the sweetest profit period i 


Recorder window cards induce more window-shoppers to come inside your store:—thus you get 
more shoes and accessories sold. Window-shoppers who pass on are frequently lost; they are 
liabilities. Turn them into a store asset, at least, by speaking to them thru effective Window 
Cards. Impress a thought upon their minds about your store service, styles, quality. Thought 


means action. 
Kecorder Show Cards in your window will make your window-shoppers think 


your way—right at the moment of looking into the window—also when they 
remember to tell their friends what you said. 
Say nothing—they remember nothing! 


~ NOW READY — 
DECEMBER ("ssz.) CARDS 


Single Show Cards 


(Three Colors) 


1 5G Each isc Sity 


Select any of these subjects by number 


WOMEN’S MEN’S 
Ties. 








No. 1 
No. 3—Patente—elways emart, “N° 10—All oe ee 
No. 8—-Gift suggestion— wo. 11—Wing Tips. 
No. t ° 
No. =. 1 ‘ lo oes’ ~ ya n—rug 
GENERAL HOSIERY 
No. 6—Proper it comer stone vo. 12—Say it with hosiery. Vnd d 
No. @—Be for Holiday CHILDREN’S na rea re f or f ur 
No. 1—H TT ~~ Ghent No. _, Coes. for old PARTIES 
No, 8— for the Holi- ACCESSORIES 
! Need shoes? No. 14—Buckles—Bags. TEAS 
No. 0@—Oheck off your list here. No. 14A—Galoshes. D CES 











N. B.—The privilege of exchange of current 
month’s cards is available to annual card ser- 
vice members who may find listed above card 
texts which better cover their merchandising 


program. 


Ask bo see our NewArrivals 


illustrates type of December cards—full of 
season ; sure to attract custom- 
to study the wi trim. 





f 





Attractive Holiday Season 
Price Tickets With 64 Prices:— 
69¢e to $17.50 
25¢ per doz. 
6 doz., $1.25 
Cash or Stamps With Order 


Quantity of each printed price necessarily limited. 
Orders filled in order of receipt. 
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Recorder Show Card Service 


—a practical business ] 


builder for shoe merchants ¢ 
—AND, is the most valuable of window card franchises to own for 
your town, suburb or metropolitan shopping center. 


MANY WELL RATED MERCHANTS from coast to coast now 
use it with profit. Ask us if your town is or may be open. 















Art Card Holder Base (above) 
Comes in either 
lined bottom. Store 
tasty and attractive. You’ 
your finest window fixtures. 


Se eee Tee. pe 
panel, ‘ou wish. 
li be prod of thom alongside 


Annual Card Service is exclusive for 
one merchant in an average size town, 
suburb or metropolitan shopping center. 


Merchants Service Dept. 


BOOT AND SHOE RECORDER 
189 W. Madison St., Chicago 


entirely satisfied, you s 
pay for the one mon 
showing at the low yearly 7 ; 
rate. Fair enough, you'll Printed Price Tickets 


agree. Mail the coupon today! Olive green border with biack figures 





impl 50 Blank Price 
hte Tickets. 








Jew eee 
Select the 

Service YouWish— 

Try the Servi Then Mail Coupon 

f Service 8 cards (7”x11”). 

or 30 Days— —? 2 Art Card Holders 

'° an rice 
Tickets. 

Mail the Coupon $4:00 monthly ($48.00 the year). 

In the panel are brief de- Service) St Card Holders 

scriptions of the _ several Ne. 1-B 100 Blank Price 
i i ; te. 

~ vata nag <A pg Feo $5.00 monthly ($60.00 the year) 

one you wish. Try it for a JUNIOR 4 cards. 2 Art 

month. Then if you are not Service a oe 


$2.25 monthly ($27.00 the year). 


12 each of any six prices, 50c. 
per month if wanted with any 
annual card service. 


ig, ES EE ag 








COUPON 


BOOT & SHOE RECORDER, 

189 W. Madison St., Chicago, Il. 

Please enter our order for the Recorder “Selling 
Messages" card service No. for one 
year, consisting of cards each month, 
and 2 art card holders, with the first month's 
service, beginning with cards for September, for 
which we will pay $———— per year, payable 

per t 


For cash in advance full year’s service, 5% 
discount. 


We sell Men’s, Women’s, Children’s shoes, buckles 
and hosiery. (Cross out lines not carried.) 











We prefer:—Card holders, or frames (gold) (silver). 
Place following initials on frames (not more than 
two).........Store mame on card holders......... 
piso ébcesvccnwnesedcoesecescosesses (letter plainly) 


Printed Price Tickets :— 


$— +— $&—_ +——__- +——__ 83——__ 3+—_- 3—__- 
(Any price: 15c. per dozen) 


oi PPPPTPToTT TIT ITT TTiTTTTrTrTrirerir 


(Dec. 1st issue) 
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RAJAH ~ 





ALFRED HALE RUBBER Co. 


ATLANTIC 





Prestige of RaJAu Crepe Soles among Manufacturers 
and Retailers of Sport Shoes makes it indisputably 
true that “Shoes equipped with RaJAu Soles lend 


BOOT AND SHOE RECORDER December 1, 1928 











CREPE SOLES 


Certainly no finer soles for sport than RaJau 
—if popularity counts for anything. 

RaJau identifies the original crepe sole—built 
of 100% selected plantation rubber — resili- 
ent, style-wise, wear-worthy. 


In company with the finest of sport shoes; spon- 
sored by the smartly attired golfer — amateur 
or “pro” — RaJau Soles lead the field in sport. 


distinction to the Line” 


Established 1837 . MASSACHUSETTS 














[= 2 oO pa 
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No. 3640 : No. 3140 
Wos. Patent Strap 


No. 1140 


Wos. Patent Chrome 
Tie 
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No. 3540 


Wos. Pat. Chrome Five 
Eyelet Tie 















No. 1640 
Wos. Black Kid Tie 
13/8 Rubber Heel 
A, B, C, D, B—4 oo 8 
1) 


13/8 Rubber Heel 
A, B, O, D—4 to 9 


Wos. Black Kid Strap 
13/8 Rubber Heel 
A, B, OC, D Widths 


There’s Good Money in + «© © «© 
ARCH-O-THENIK CORRECTIVES * 


i ks cr money im a shoe is the money you 
.get out of them quickly and easily. 


The ARCH-O-THENIK Corrective line—retailing at $5 
—is highly styled, true orthopedic footwear. It has Genu- 
ine Kid Quarter Linings. . 


It fits your customer as she expects to be fitted. The unusual 
arch-moulded counter takes care of that. And it pleases 
her eye as well as her foot. 








Result—a fast moving line of 
steady sellers in a highly com- 
petitive market. 


The ARCH MOULDED 
COUNTER 
This specially designed 
counter fits snugly 
under the arch and 
gives easy and elastic 
support. It gently pre- 
vents the inward roll 
of the feot which leads 
to arch troubles. 





Our catalog will tell you more 
about this popular, money- 


If your wholesaler cannot 


making line. Send for it. show you AROH-TONIK 


OES-write us direct. 





GOODYEAR 


DEVINE wien 


& YUNGEL 


SHOE MANUFACTURING CO. 
HARRISBURG, PA. 


5 
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Feature Boots’ 


Sn 





They’re different. They’re 
snappy. They appeal to 
the boys’ imagination. 
They make a hit. 






Y Put them in the window and 
watch what 
happens! 
You'll soon be 
sending a rush 
order for more. 
You'll like the 
stock that goes 
into these ger. 
and_ the 

they’re nt 
together. 










Double Vamp 


IN 
STOCK 
Until Jan. 1st 


Send for 
FALL CATALOG 
Showing Complete Line 





Style 227 Pirate Black Elk 
Munson Last 


i meres 1B 


zt 1 Men's 9°" Gurve Tey, CEE 65 
SHOE S BOYS | COR FIRS sty Cectecprest) 





TEEPLE SHOE CO 
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‘Boys Get a 1 Kick: 
| ait of these 





WAUPUN ~ WISCONSIN 
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Chairs are 


half 
the shop 





MILWAUKEE CHAIRS 


BOVE everything else, the shoe shop demands 
good chairs. It is one business where customers 
must be seated. 
Milwaukee Chairs, because of their beauty, comfort 
and utility, are waking up shoe stores everywhere. 
These famous chairs are making prctentious-looking 
stores out of the ordinary—creating better business for 
owners and greater satisfaction to patrons. 
The photograph above shows the store of C. A. Stevens 
& Son, Chicago. A beautiful store made more beauti- 
ful and attractive by Milwaukee Chairs. 
Dispense with your “tired-looking” chairs. Snap up 
your store—give it an air of distinction. Refurnish 
with Milwaukee Chairs. 
We will be pleased to give suggestions for the seating 
arrangement of your store and submit a variety of 
designs for your consideration, with cost estimates. 
There is no obligation. 
THE MILWAUKEE CHAIR COMPANY 
666 Lake Shore Drive, Chicago 


MILWAUKEE 
CHAIRS 


fine chairs 
a century 


Makers of 
for over half 
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A pleasure to fit them 


Fleurene 





In Stock 


Style B1913—Black Kid ................ $6.00 
Style B1914—Patent ................. -.. 6.00 


Style B1915—Black Satin ................ 6.00 
309 (combination) last, covered Cuban heel. 
Goodyear Welt. 

Widths AAAA to EEE 
Sizes 24% to 11 
(A to EB, size 1 up) 


Note: We have a limited quantity of 


It is said that “‘the buckle makes the 
shoe.’’ We agree that it does in the 
hand or in the window. 


We work on the theory that the 
first requirement in pumps is ‘fit’; 
the second, a pretty buckle. 


You get both in “‘Fleurene."” The 
buckle is one of those all over bead- 
ed effects that will gladden the 
heart of any woman. 


The pump itself is one of those all 
around fitters that will gladden the 
heart of any shoeman. 


Here is a shoe that will not slip on 
narrow heels, nor gape along the 
sides. A pump that is supremely 
comfortable; one that fits as com- 
fortably and perfectly in extremely 
narrow or wide widths as it does in 
medium widths. 


If you've an opening for a smart, high 

grade step-in to retail at $10.00 you 

will goa long way to find the equal of 
““Fleurene.”’ 


Send in that order now. It will be 
filled the day received. 


“Fleurene” available in black ooze 


under Style 1731, price $6.75. Brown ooze, Style 1732, price $7.00. Sizes 
4 to 9, widths AAA to EEE (no EE). 











37 Canal St., Rochester, N. Y. 
Chicago Office: 189 W. Madison St. 
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N THE world of sports, 1928 is known as Olympic year. 

The pride of conquest, the spirit of the Olympic games, 
comes down to us from ancient Greece. Under the patronage 
of the Greek royal family, the games were revived in 1896, at 
Athens. The ninth Olympics were held this year at Amster- 
dam, Holland. Track and field events have always made up 
the major portion of the Olympic games. Eight of these events 
were won this year by athletes from the United States. Eleven 
new Olympic records were made. As the games have grown in 

prestige, so they have grown in size, for the 1928 Olympics 

embraced practically every form of sport. 


THE i gg TOE 


_— United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 

















Ne. 3001 
Black Calf Biucher Boot 
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THEM'S NOT JEST 
SHOE Ss” 

THEMS HUMPTY 
DUMPTYS’ 

















“HUMPTY DUMPTYS” 


TO KIDS 


means “SHOES” 


5 to 8 Korry Krome . Sole—Sp. 


WON ncccsccccccsccccccssovcsess $2.10 
”~ to 11 Korry Krome Sole—R. 

. Pee 

i in Patent Leather. 


oe. 3000—Sam 
Ne. 3002—Same 


in Tan Calf. 


W 


GOODYEAR 
WELT 


Just as “Babe Ruth” means 
“baseball” to kids—so 
“Humpty Dumptys” are com- 
ing to mean a different and 
better sort of shoe, well liked 
by children and profitable to 
merchants. 


If you are not yet the lucky 
merchant with a Humpty 
Dumpty reputation in your 
town—there’s no reason why 
you can’t be. 


At least, let us talk it over— 
with samples and prices to 
start Humpty Dumpty busi- 
ness your way. 





TRADE MARK 
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No. 2000—Patent Blu. Boot. 


5 to 8 Two Sole, Sp. 


WB. ssccvece $i. 


Heel 0 
8% to 11 Three Sole, R. Heel.... 2.00 
Ne. 200!—Tan Blu. 





Halifax. 








WILLITS SHOE COMPANY p, 


nnosylvania 





: 
t 
ft 


nr te 


ee a 
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educed Prices on Sherwood IN STOCK Shoes 




















THE SIZES AND WIDTHS TERMS: 5%, 30 DAYS 
ro sep td sity = $ $° Ese esse "du 4 s Twenty-five cents additional for orders less 
coccccccsceed 0 8 than 3 pairs 

















Re. 


“PEGGY” 
B-4013—Black Satin with 
















Both made over 2003 Round Toe 
“mo 1 Last with 20/8 Spike Louis Heels. “CARLA” 
m-Gees Ste -" y a Kid 
ry ent me On 3 Gore Pump, 1 medium 
fox’ cae _—" $4.85 3 toe last, 14/8 on heel. .84.25 
“EMSLY” 
B-4024—Patent, champa 
kid lining, plain — PiFoL 
medium toe last, 17/8 spike 
5 ae he erste fomesssa " 
atent, stit 
vamp, 178 round toe last, memes sete toe’ Lent, 
to 9 D 8% to 9 ft ee nese — B-4001—Patent ...........- 4.50 
1403 Round. Toe Last. 
Both with 14/8 Boxwoods Heels 
AAA 5 to 9 B 3% to 9 
AA 4% to 9 C 3 to 9 
A4 to 9 D 8% to 9 










“IREL” 








“MIDI” 


B-4035—Black Suede Gore 
Pump, patent leather collar, 





4 st 
B-4026—No. 456 Brown Kid. 4.75 
1401 Medium Toe Last. 
B-4027—No. 456 Brown Kid. 4.75 



















1414" medium toe last, 14/8 “NELDA” Last 
suede cove heel. . .85.25 1403 Round Toe 
4 ee ge ee All. Styles carry 14/8 Leather Heels. 
“— Pd one. arene ase oy Mo 4 as 3% to te 9 
co. r. m um 
oo fast, 17/8 suede covered A4 to S 3% te 8 . 3% to 9 

Lente Bak so kvcescdes seed $5.25 
AAA 5 to8 A4 to8 





AA 4% to 8 
C 3 to 


SHERWOOD 


In Stock Department 



















Rochester, New Y ork BRET.» 


toe last, 20/8 spike Louis 
heel 
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Shown below are 1.7.8. 
Super-Quality French. 
Very thin Cured stiff in 
all colors to finish on ma- 
chine edge trimmer. Also 
men’s I.T.S. Super-Quatity 
Rubber Heel. 
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—and it’s ITS. 


EASON enough for that contagious smile. You see she 

loves nice things. Pretty clothes, sheer silk hose, and neat, 
trim tight fitting heels on her shoes. “Heels,” she says, “are a 
very important part of any costume. Nothing less than I.T.S. 
Super-Quality fits so perfectly, looks so well, feels so com- 
fortable, or wears so long.” 







Most of your customers have the same idea. A good way to 
be sure of their continuous patronage is to be an I.T.S. Super- 
Quality specialist yourself. Talk to your jobber today. 


The I.T.S. Co., Elyria, Ohio 


Hees 
I RUBBER HEELS 
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There are oxfords and oxfords 


Connie 





In Stock 


Style B1710—Black Ooze Calf Covered heel . $6.40 
Style B1711—Brown Ooze Calf Covered heel 6.65 
Style B1709—Black kid with pin seal trim 

Ge PN TNE. i sos 8s see Kwa ceo kes 5.65 


Style B1708—Sorrel Tan Kid with beige calf 
trim and leather heel................. 6.25 
Blucher oxford. 309 (combination) last. 
Goodyear Welt. 
Widths AAAA to EEE 
Sizes 24% to 11 


but rarely will you find one that fits 
so many feet so comfortably as this 


new one we are featuring. 


Visualize it in a rich brown ooze with 
a lizard calf tongue and trim, or a jet 
black ooze with a lizard calf trim. 


The pattern is simplicity itself. Noth- 
ing ornate, nothing elaborate. Just 
a trim tailored shoe on one of our 
best fitting lasts. 


The quarter rides high, and fits with- 
out gaping on weak flexible feet, or 


feet with pronounced cuboids. 


It has a medium recede toe, and an 
easy fitting forepart; long enough to 
be comfortable, but not too long to be 


modish. 


This oxford is a safe bet in any of the 
materials offered. Our stocks are com- 


lete; we can give you quick action. 
P ; 4 you gd 


Yes, you will find us at the N. S. R. A. Convention, 
January 7th to 10th. 


Hotel Stevens, Chicago, 
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Cash in on Sports’ Craze 


By Harry F. Rice, Norway Shoe Co., Representative 
to the Big Shoe Buyers 


Faster and faster the sports game grows. The sports 
shoe season of 1929 promises to be the biggest on 


record. 


Everybody, from young boys and girls to grandad 
and grandma, is playing golf. Golf is no longer 
an exclusively rich man’s game. Municipal golf courses 


are on the increase. 


The sports shoe is a practical shoe. 


Its popularity 


is in perfect accord with the tempo of the times. Its 
utility extends not only to golf but to hiking and to 


general sports. 


Last season, the market was short on sports shoes. 
Retail shoe merchants, and manufacturers, lost sales on 
sports shoes because they did not have the goods. 


Why not promote hiking clubs in your communities? 
“Walk and be healthy,” is a good trade slogan, and will 
sell more types of good fitting shoes at a greater profit 
per pair. ake your store your headquarters for sports 


information and promotion. 


We, like so many other manufacturers, upon the nu- 
merous and urgent requests of retail shoe merchants, 
are making to meet the increasing sports shoes demand. 








ONALD J. GILLESPIE, one of 

the best-known salesmen travel- 
ing out of the Boston market, has 
recently joined the salesforce of the 
Robinson-Bynon Shoe Co., and is cover- 
ing New England a Mr. Gil- 
lespie formerly represen e George 
B. Leavitt Co., Lape & Adler, and also 
for several years, the Watson Shoe 
Co. He is one of the live-wires of the 
Boston Shoe Travelers’ Association. 





J. WALKER has joined the sales- 
e force of the John Pilling Shoe 
Co. of Lowell, makers of ”, youths’, 
little gents’, girls’, misses and _ chil- 
dren’s shoes and is covering Illinois, 
including the City of Chicago, for his 
new connection. Mr. Walker formerly 
represented, for five years, Ault-Wil- 
liamson Co., in the same territory. Mr. 
Walker’s slogan is—“Say it with 
orders.” 





DWARD MEUSHAM, who covers 

New England and New York for 
the Emerson Shoe Mfg. Co. of Rock- 
land, Mass., with New York office in 
the Marbridge Building, reports a 
steadily increasing business on Emer- 
son and Kumfort Arch shoes. 


E F. PLACE, for the past 15 years 
¢ with Endicott-Johnson Corp., suc- 
ceeds T. J. Doyle in the Chicago dis- 
trict. The Chicago office at 34 South 
Wells Street will be continued, the 
sample room having been completely 
remodeled and enlarged. 


M. ALCORN, formerly repre- 
e senting the Hamilton-Brown 
Shoe Co., in Central Illinois, has re- 
cently joined the Columbus-Godman 
Shoe Co., and will cover the same terri- 
tory. The Columbus-Godman Shoe is 
a branch of the H. C. Godman Co., 
with headquarters at 35 North Fourth 
Street. 











on the 


hoes Road 


News of the Shoe Travelers 















A LECHNER, 
* the popular 
New England rep- 
resentative of the 
Best-Ever Slipper 


Co. of Brooklyn, 
is “still going 
strong.” He is 


just rounding out 
the biggest year 
he has had with 
this company. At 
present, he is 
making a last trip 
around the trade, 
seeing that all of 

his customers are properly taken care 
of for the holidays. The Best-Ever 
Slipper Co. is working holidays, Sun- 
days and overtime, in order to main- 
tain its in-stock service. The com- 
ar had the biggest October in its 
istory and all indications point to a 
record year. 


UNIUS SYCLE, southern sales 

manager for the Washington Shoe 
Co. of Lynn, was at the factory re- 
cently, making up the new sample line. 
“Rhapsodies” in shoes, meaning shoes 
of the new leather and fabrics or be- 
wildering designs and colors are most 
conspicuous. 


Andrew F. Lechner 








AVID HEER, SR., the dean of 

shoe traveling salesmen in the 
Middle West, who formerly resided in 
Columbus, but now a resident of To- 
ledo, is proudly exhibiting an original 
copy of the “People’s Ticket” used in 
the presidential election of 1828 when 
Andrew Jackson was a candidate for 
president. Among the electors on the 
ticket was Robert Lucas, a well known 
politician and business man of that 
time. The ticket was found by Mr. 
Heer while he was thumbing an old 
i a second hand book store.— 





W H. BYRNES, covers the Key- 
« stone State, Michigan, and 
part of Ohio for the Peck Shoe Co. of 
Worcester. Mr. Byrnes has recently 
returned home after a most successful 


trip. 
E A. PEIFER sells the Vaughan- 
* Towle line in Arizona, New 
Mexico and Colorado. Mr. Peifer re- 
ports a good customer response from 
the new spring line, which has been 
augmented by three new lasts and a 
number of new, snappy, patterns, 
built from Mr. Llewellyn’s ideas dur- 
ing his recent visit to the factory. 
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The Weak and 
Fallen Arch 
must be 








A severe case of flat foot that responds 
only to scientific orthopedic correction 


O METHOD has ever been de- 
vised that relieves and corrects 
weak or fallen arches so easily and 
painlessly as by correctly designed Arch 
Supports. 
The very nature of the foot condition 
requires that it be corrected by easy, 
gradual stages. 


No Arch Support Shoe or non-adjust- 
able support or contrivance can give 
satisfactory results to the sufferer. 


Leading medical authorities agree that 
the Dr. Scholl method and system of 
Appliances is the one scientific means 
of restoring the foot to usefulness and 
gradually correcting the condition so the 
use of the Arch Supports may be dis- 
pensed with. 

These new modern improved appliances 
_are made to fit easily and quickly to 
shoe and foot and the Dr. Scholl method 
with the use of the Arch Fitter enables 
the dealer to make adjustments upward 
as the arch is raised —this is the Dr. 
Scholl system. 





Raised by Degrees 


Most people have some form of foot weakness. 
This produces pain and tiredness, which they 
attribute to the shoes they are wearing. Hence 
the high rate of customer turn-over in shoe stores. 










This is one of the 
New Improved styles of 
Dr. Scholl’s Arch Supports. 
Scientifically designed to raise 
the arch to normal by easy and com- 
fortable stages. Thin, light and flexible. 


Install the Dr. Scholl system of Appliances and 
Foot Remedies and watch your business grow. 
Our Educational Department will train your sales- 
people in Foot Anatomy and give them sales helps. 


THE SCHOLL MBG. CoO., Inc. 
Largest Makers of Foot Appliances in the World 
213 W. Schiller St., Chicago 


62 W. 14th St., New York 112 Adelaide St., East, Toronto 
Granville Square, London, E. C. 
Branches in the leading cities of the world 





Dr Scholls 


CORRECTIVE FOOT APPLIANCES 
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B. TAFT, for 
e the past four 
years sales repre- 
sentative in New 
England for P. W. 
Minor & Son, Inc., 
Batavia, N. Y., at- 
tended the joint 
style conference 
of the shoe retail- 
ers, manufactur- 
ers and _  tanners 
held Nov. 12 and 
13 at Hotel Astor, 
New York City. 
The extensive 
amount of valuable information, to- 
gether with authentic style inspira- 
tions received by Mr. Taft during the 
meetings in New York, will be incorpo- 
rated in the Minor line for spring. 
This Batavia firm likewise delegated 
its chief leather buyer, Carl R. 
Schwekendick, to attend the confer- 
ences of the Tanners Council. Hun- 
dreds of the leading retailers and 
buyers of the country, who depend 
upon Mr. Schwekendick’s splendid 
judgment in selecting the most correct 
and saleable colors and materials, will 
be pleased to learn that his trip to 
New York will result in excellent and 
dependable merchandising value. 





Charles B. Taft 





EORGE L. ASHE, for 16 years 

with Marston & Tapley, Danvers, 
Mass., is now covering the volume buy- 
ers of the whole United States for the 
C. W. Bennett Shoe Co., Fitchburg, 
Mass. Mr. Ashe is an authority on 
boys’ and youths’ shoes, and has a wide 
circle of friends in the trade. Said 
one of his brother salesmen, recently: 
“There is no man better known in his 
territory than George Ashe; there is 
no man more conversant with the 
making and fitting of boys’ shoes than 
he. Mr. Ashe is one of the prominent 
members of the Boston Shoe Travelers’ 
Association. 





T= many friends of John H. Ward, 
of Howell, Tenn., have marvelled 
at his splendid fortitude during the 
prolonged iliness of his wife and feel 
for him a deep sympathy at her death. 
For many years Mr. Ward represented 
the Godman Shoe Mfg. Co., in the 
Chicago district and is now selling the 
product of the Ideal Shoe Mfg. Co., 
Milwaukee, in Tennessee, Alabama, 
Georgia and Florida. 





ENRY E. HAGAN represents the 
Robertson Shoe Co. of Minne- 
apolis, line at his office on the fifth floor 
of the Statler Building. He covers 
Massachusetts and New England terri- 
tory. The Robertson line, Mr. Hagan, 
describes, as a very long one, covering 
everything from staple merchandise up 
to very fancy numbers, in high-grades, 
for both men and women. In addition to 
this line, he also sells a line of German 
and Austrian Pullman slippers in 
hand-tooled, embossed cases, and 
women’s woven sandals from E. Band- 
ler Co., New York. The Robertson 
Shoe Co.’s line is known as Kozy Toes. 





H C. WINGO who represents the 
« Best-Ever Slipper Co. in Texas 
and New Mexico, is now making a last- 
minute trip for repeat orders for the 
holiday trade. ~ 
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MEETING of the executive board 

of the Boston Shoe Travelers’ 
Association was held at the Hotel 
Statler, Nov. 21. President Harry P. 
Lynch presided. Arrangements were 
made for the annual meeting of the 
association and for the election of offi- 
cers, which meeting to be held in 
Parlor B, Hotel Statler, on Dec. 22. 
This date was decided upon, as it was 
anticipated that all of the boys would 
be back in Boston at that time to 
spend the Christmas holidays with 
their friends. A luncheon will 





Flew to Golf Game 


Sam Klevens, salesman for the 
K. & S. Shoe Co. in Lynn, had 
an appointment with a_ shoe 
buyer in Chicago, and another 
gees py with a friend to 
p (= at the U. S. M. Country 
Club course in Beverly, Mass., 
also a new outfit of clubs. These 
appointments were too close to- 
gether for him to keep both in 
an ordinary way, so he went to 
Chicago by fast train and came 
back by airplane, arriving in 
time to play his game. 











served at 12.30 o’clock, under the di- 
rection of Billy Noll, the club’s effi- 
cient secretary, who for 27 years has 
faithfully kept the records of the or- 
ganization now numbering 300 mem- 
bers, as well as attending to the many 
details incidental to these pre-Christ- 
was “get-togethers.” Delegates to the 
N.S. T. A. Chicago Convention will be 
chosen at this meeting. Officers of all 
the allied branches of the trade will be 
invited. 





Only the criticised ever amount to 
much. 





Travelers Prominent at 


Style “Confab” 


Among the prominent members 
of the National Shoe Travelers’ 
Association group who partici- 
pated in the recently held New 
York style conference at which 
approximately 1000 members of 
the trade attended were: Frank 
B. King, Chairman of the N. S. 
T. A. Style Committee, and the 
originator of the slogan “Shoes 
for the Occasion”; T. A. Delany, 
the National Secretary Harry P. 
Lynch, President of the Boston 
Shoe Travelers’ Association; Past 
Presidents Charles W. Evans of 
the Chicago Shoe Travelers’ As- 
sociation; N. P. Merrill, Boston; 
J. R. Sells, Secretary of the Cen- 
tral Association of Traveling 
Shoe Salesmen; L. L. Enow, Rob- 
ert Emmet, L. P. Wright, Pau 
Lippincott, Jr., Clarence Coggs- 
well, Robert B. Smith, New York; 
Harris M. Barnes, Boston; George 
Winn, Chicago; J. Frank Crehan, 
Boston; Halsey Elwell, Chicago; 
Dave Davis, Chicago; . me 
Campbell, Boston; L. N. Bower, 
New York. 
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ARRY BEN- 
NINGSON, 

who for many 
years has been 
covering the 
Pacific North- 


west for P. 
Hagert Shoe 
Co., ashington 


Court House, 
Ohio, makers of 
women’s welts, 
and McKays, has 
had California 
added to his ter- 
ritory. Harry has 
been ill for a while and is consequently 
about ten days behind his advance 
cards, but he is “catching up” fast and 
is not only meeting his many old 
friends in his section, but making 
a wide circle of new ones. An- 
other of the Pacific Coast boys who 
has increased his Pacific Coast terri- 
tory is M. V. Manning, well known as 
the California representative of the 
Burdett Shoe Co.; Mr. Manning has 
taken over the L. D. Stickles Shoe Co. 
line for California succeeding Sales- 
man Broghamer, who is now traveling 
the Middle West for his firm. Mr. 
Manning has headquarters at 712 
Forrester Building, Los Angeles. 





Harry Benningson 





HOWARD EDWARDS, a member 
of the Endicott-Johnson Corpora- 
tion salesforce, is ill with pneumonia 
at his home in Baltimore. 





IMMIE GORMAN has _ recently 

joined the salesforce of the Ground 
Gripper Shoe Co. of Boston, and will 
cover the Middle West for this firm, 
with his “start-off” territory in the 
Middle West. Mr. Gorman is well 
known to the retail trade, from Coast 
to Coast, from his country-wide cover- 
ing for. many years as salesman and 
demonstrator for the Rice & Hutchins, 
Inc. Educator line, later as specialty 
salesman for other well known houses. 
His most recent connection was the 
McElroy-Sloan Billiken line. 


HE Chicago sales offices of Hamil- 

ton Brown Shoe Co. are now under 
the joint management of I. A. Lasky 
and Louis Morris, succeeding Joseph 
Goertz. Both Messrs. Lasky and Mor- 
ris have previously been connected with 
the Chicago sales department which 
serves the territory in and adjacent to 
Chicago. Prior to his position with 
H-B, Mr. Lasky was connected for 
seven years with the Barack Shoe Co., 
St. Louis jobbers, while Mr. Morris cov- 
ered Chicago and Wisconsin for The 
Friedman-Shelby branch of The Inter- 
national Shoe Co. These gentlemen 
wish to notify their friends in the trade 
that the officers of The Hamilton- 
Brown Shoe Co., in the Lees Building, 
19 South Wells Street, Chicago, will be 
open to care for “house trade” Tues- 
days, Fridays and Saturdays. 





JAS OLSTEIN, who represents 
the Fern Shoe Co.’s line of Los 
Angeles, in Southern California, has 
completely recovered from his recent 
two months’ illness, and is now on the 
road again. 
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These and Twenty-four 
Other Styles In Stock 


Write for Catalog and 
Agency Proposition 


GOLDEN RULE LAST 


B-829—Black Sued 
B-836—Black Kid with Black Pin Seal Trim... . 
B-838—Java Brown Kid with Brown Lizard Calf Trim 
to match. ... 66. - ccc ec cress cesses seesceses 00 
B-839—Patent ie ane Btn as Bee ici trie Sane 
14/8 Covered Cuban Heel. 


SUFFICE LAST 


B-830—All-over Patent Leather 
Satin with Black Suede Strap 


B-833—Black 
B-834—Black Kid with Black Pin Seal Strap.... 
14/8 Covered Cuban Heel. 


SIZES AND WIDTHS 


—Genuine Amber 


B-832 
14/8 Covered, Cuban Heel 
THE ARCH-AID SHOE COMPANY 
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More Profit Is Salvation of Our Inde- 
pendent Merchants, Says Expert 


W. F. Williamson Ad- 
dresses Pittsburgh Shoe 
Retailers 


PirtspuRGH, Pa. (UTPS)—At the 
November meeting of the Pittsburgh 
Shoe Retailers’ Association, held in the 
store of George H. Stoebner Company, 
Nov. 22, the members were addressed 
on a vital subject by W. F. Williamson 
of the United States Department of 
Commerce, who came from Washing- 
ton to deliver his message, “What the 
Future Holds for the Independent 
Retailer.” Al Schmidt presided at the 
meeting and conducted the open forum 
which followed with Mr. Williamson 
answering the questions propounded 
to him by the highly interested shoe- 
men present. 

Mr. Williamson said in part: 

“There is evidence that the inde- 
pendent shoe merchant is meeting more 
determined competition from organized 
chain systems than is being faced by 
merchants in any other line. The re- 
cently completed sample census of 
distribution taken in eleven cities 
throughout the country disclosed the 
fact that the chain store with only 
27.3 per cent of the number of stores 
was accounting for 51.8 per cent of 
all sales made in exclusive shoe shops. 

“This was the only instance found, 
with the exception of filling stations, 
where chain sales exceeded independent 
sales. It appeared further that the 
chain units had considerable advantage 
in sales volume, the average standing 
$85,000 for the chain against $29,909 
for the independent. When we con- 
sider the comparative youth of the 
chain method of selling with the gains 
they have apparently made, the out- 
look for the independent merchant does 
indeed seem gloomy. 

“Out of all the discussion and ex- 
periment that have followed these 
modern trade tendencies, the common 
conclusion has been that the economies 
that followed the development of mass 
production as a manufacturing credo 


were being largely dissipated through 
costly an wasteful methods of dis- 
tribution. 


“With the growing realization of the 
weaknesses inherent in the distribution 
system, there have been many attempts 
to seek its solution. Today the De- 
partment of Commerce is using no 
small part of its energies in intensive 
studies of the problem on behalf of 





three national commercial associations. 
The completion of these studies and of 
others in contemplation will, we be- 
lieve, throw a great deal of light on 
the general problem. 

“As our studies have progressed, we 
found one thing so strongly indicated 
as to make safe the positive conclusion 
that no merchant or class of merchants 
will be able to rationally approach his 
problems until he has an adequate and 
comprehensive knowledge of his costs. 
A knowledge of costs that will give him 
the cost of every commodity they sell, 
every customer he serves, and every 
service they offer. 

“It follows that the merchant who 
maintains himself in the present period 
of experiment and change will be the 
merchant who looks not for more cus- 
tomers but for more profitable cus- 
tomers, not for more items to sell but 
for more net profit on items sold, not 
for more volume but for more profit 
on volume. 

“It is idle to waste time railing at 
your competitor; it is profitable to 
spend time in self-analysis. It is the 
duty of the shoe merchant to study his 
own points and to capitalize them. 
And the independent shoe merchant 
has many strong points which, if prop- 
erly capitalized, would make his posi- 
tion in the field of distribution im- 
pregnable. 

“Independent shoe stores profitably 
operated in areas where chain com- 
petition is heaviest, continually demon- 
strate the fact that chain systems have 
no essential advantage over the inde- 
pendent where the independent makes 
intelligent adjustment to competitive 
conditions. 

“The independent merchant has ap- 
parently taken too little time to esti- 
mate the buying habits of his custom- 
ers. It is generally known that the 
man who buys a $10 shoe today will 
not be found buying a $3.50 oxford 
tomorrow, nor the next month, nor the 
next year. When he needs another 
pair of shoes he is pretty apt to buy 
one of the same quality. It is true, 
too, that this type of customer rather 
resents the presence of cheap shoes in 
the store with which he deals.” 





Nobil Store Remodeled 


EtyriaA, OHIO (UTPS)—Nobil’s shoe 
store, 409 Broad Street, has been en- 
tirely remodeled with new windows, 
interior shelves and finish. 











Shoe Store Accessories 
Selling Well in Boston 


Boston, Mass.—Retail shoe mer- 
chants report a brisk business during 
the past week, especially on slippers, 
hosiery and accessories, purchased for 
Christmas gifts. There are many at- 
tractive window trims, and these dis- 
plays, as well as interior exhibits, fea- 
ture men’s scarfs, spats, hosiery, and 
even canes and ties. Many attractive 
evening shoes for women are dis- 
played; in brocaded patterns, and in 
white crépe de chine, with silver and 
gold trim. 

Christmas savings checks to the 
amount of $6,000,000 have been dis- 
tributed by Boston banks to some 
80,000 to 90,000 customers, and this 
money, it is anticipated by Boston 
merchants, will help materially to in- 
crease local business. . 

Among the new numbers in women’s 
shoes which have made their appear- 
ance at popular prices is a bootee, with 
broad strap, and high back; this style 
is moving well. “A Holiday Special” 
at $6.75 is featured in a women’s pat- 
ent leather one strap by a high-grade 
Tremont Street store. A special sale 
of high-grade “smart” shoes in broken 
sizes and lots, at $8.75, increased 
business for one shoe department, for 
instance, a gray lizard vamp, patent 
leather quarter and heel; patent 
leather, with hand woven black kid 
uarter, Louis heel; tan alligator, 
three eyelet tie, low Spanish heel, tan 
calf quarter; silver kid with blue vel- 
vet quarter; silver kit, with green 
velvet quarter; silver kid, with velvet 
quarters in various shades; blue kid, 
with python and blue kid instep strap, 
Spanish heel, patent leather; gun 
metal kid, darker gray, metal trimmed, 
baby Louis heel; tweed oxford, with 
Cuban heel, in blue, with blue kid trim, 
oxford gray, with black kid trim; 
brown with brown kid trim. 

Children’s hosiery in gay colors of 
silk and wool, and all wool, and men’s 
stockings in the shadow ribbed num- 
bers, of silk and wool, are popular 
sellers. Australian wool and rayon 
fishnet hosiery, in beige shades from 
dark to light, are moving well at $1.85 
the pair; the reason for the popularity 
of this number is attributed to the fact 
that they are lacy in appearance, are 
light weight and are also warm. 


Pittsburgh Store Robbed 


PITTSBURGH, Pa, (UTPS) — The 
Wood Street store of the Parisian 
Booteries, Inc., owned by S. B. Levine 
and S. B. Barack, was recently entered 
in broad daylight and robbed of $215. 
The manager, clerks and Mr. Levine 
himself were subdued at the point of 
a pistol. 
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CONCENTRATE AND GROW WITH CENTRAL 
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| a large part of your working capital stuffed into 
a slow-moving stock? Do you find some of this 
capital leaking out in the mark-downs that must 
inevitably follow? Are you afflicted with a slow 
rate of turn-over? 


Wherever there are many manufacturers’ lines in 
one retail store, you find either an excessive stock, 








Here’s an Answer 


to Your Problem! or incomplete runs, either of which will cause slow 
aE Pg Ree Se ee turn-over. You can put it down as an absolute fact 
Cully" operating a that in nearly every case 


It is a system of close cooperation 
the independent iler and the manufac- 
to their mutual benefit and advantage. 


turer 

Under this plan, the retailer is able to buck 

on le Ro ally The Cause of Slow Turn-Over 
Sepantent, but en buying advantages 





yy og i to the retail ts i s 
e chains, 

Set Sereee” aaale a"on 

advertising amsstance, "individual "service, TOO MANY LINES 
a auditing service, use of the names 


portant of all, am expert stock control 
system that assures quick turn-over, fewer ’ 
mark-downs and a bigger net profit. These 

are but a few of the of Con- 

centration with Central. W: for full 


information, without obligation. 
= st. Lous, MANUFACTURERS. U.S.A. 
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Manager Stone Addresses 
Chicago Shoe Travelers 


Cuicaco, ILL. — “Cooperation” was 
the topic of the intimate talk delivered 
Nov. 24 at the Palmer House, Chicago, 
by James H. Stone, manager of The 
National Shoe Retailers Association, 
following a luncheon by the Shoe Trav- 
elers’ Association of Chicago. 

Manager Stone described the advan- 
tages which will naturally accrue from 
a hoped for, greater degree of coopera- 
tion among tanners, salesmen, manu- 
facturers and shoe retailers. He 
stressed the need for greater coopera- 
tion between the traveler and shoe re- 
tailer pointing out that such combined 
efforts result in producing better re- 
tailers. 

He declared that there is no need 
for the sensible, industrious retailer to 
fear the competition of the chains, 
added that retail merchants merchan- 
dising along modern methods will hold 
their own as securely whether the 
chain store competition is or is not a 
factor in shoe distribution. 

Another point, the speaker eluci- 
dated, was the educational work be- 
ing done by the chain shoe store or- 
ganizations in teaching the newer 
merchandising methods to their em- 
ployees from whose ranks future shoe 
retailers will graduate to operate in- 
dependent shoe stores. 

pon requests from several of the 
local members eliciting information 
concerning the plans and policies of 
The National Shoe Retailers Associa- 
tion, Mr. Stone explained that the 
intentions of the association he rep- 
resents call for a campaign of 
educational work through field men 
educating shoe retailers in such essen- 
tials as merchandising, credits, budget 
buying, etc. He stated that the neces- 
sary funds for the extension of this 
work by The N. S. R. A. will be raised 
from profits accruing from the sale 
of booth spaces at the annual exposi- 
tions of the retailers national asso- 
ciation. 

Genial “Joe” Kalisky, introduced the 
speaker in his most gracious oratorical 
vein and seg sere Ralph Stade- 
ker and Simon Ruwitch participated 
in the meetings’ discussions. 

A roster of the membership of the 
Chicago association was distributed at 
last week’s meeting. It is pocket size 
and contains the name and address 
and business identification of each 
member besides additional data which 
should serve the industry and result 
in an increased membership for the 
virile Chicago organization sponsoring 
= so-called “Blue Book of Shoe Trav- 
elers. 


D. J. Madden Dead 


CAMBRIDGE, Mass.—D. J. Madden, 
propietor of the high-grade family shoe 
store at 635 Cambridge Street, this city, 
died on November 16 after a three 
weeks’ illness at his home in this city. 
Mr. Madden was 65 years of age. He 
had been in the retail shoe business all 
of his life, starting as a young man as 
head clerk for S. Rosenberg of Boston 
and of this city, and in 1891 starting in 
business for himself. He leaves a 
brother, Patrick Madden, postmaster at 
Arlington, Mass., and a sister, Miss A. 
Madden. 








Potter Co. Buys Store 


CINCINNATI, OHI0—The Potter Shoe 
Company recently acquired by purchase 
the building they have occupied since 
the infancy of that firm. A real estate 
company was incorporated with the di- 
rectors of the Potter company as stock- 
holders in order to purchase this build- 


| ing as well as another next door. The 


real estate firm is known as The Japo 
Company and its name was taken from 
the initials of James Potter Orr. 





Walter A. Fankhauser 
with Schulte-United 


NEW YORK, 
N. Y.— Schulte- 
United, Ine., op- 
erating junior de- 
partment stores 
throughout the 
country and with 
headquarters at 
485 Fifth Ave- 
nue, New York 
City, announce 
the acquisition of 
Walter A. Fank- 
hauser as chief 
executive in 
charge of the 
buying and operating of their shoe de- 
partments. Mr. Fankhauser is well 
known for his success in multiple-unit 
merchandising of quality products. He 
will assume his new _ responsibility 
about Jan. 1. 





W. A. Fankhauser 


Cold Weather Helps 
to Ginger Up Trade 


St. Louis, Mo.—Retail trade during 
the past week was increased by the 
advent of cold weather. Large volume 
was not achieved, but merchants feel 
positive that, with continued winter 
weather, business will hit its normal 
stride. 

Black and brown suede continue 
their style leadership. Unquestionably 
this season will be marked as one of 
the outstanding suede seasons of the 
business. Brown is much better liked 
than black. A large department store 
reported that patent leather showed 
some signs of improvement during the 
cold weather period. This was also the 
statement of other merchants. 

Boots also proved that their activity 
depends much on the chilly atmos- 
phere and this type of merchandise 
sold freely during the early part of 
the week. 

Reptiles in higher priced shoes re- 
main in the “just fair” column, while 
blue in popular priced shoes is men- 
tioned as “not so good.” 





Yonkers Store Sold 


Yonkers, N. Y.—The retail shoe busi- 
ness which has been conducted here for 
some time by Mrs. Louis Klein under 
the name of Louis Klein’s Boot Shop, has 
been sold to I. Packer, who has another 
store here and one also in White Plains 
and in Stamford, Conn. Mrs. Klein is 
retiring from all participation in the 
business, active or otherwise. 





Old Style Shoes Go 
Into Export Trade 


New York, N. Y.—Good Americans 
go to Paris when they die, according 
to an old saying, but where do good 
shoes go when they go out of style? 
A lot of them go abroad, to Europe, 
to South America, to Central America 
and even to far off Australia. 

Buying old stock, odds and ends from 
shoe retailers in this country and 
selling them abroad, or sometimes to 
department store basements in this 
country is a business charged with 
romance, according to Ralph Kirsch 
and Charles Blacher of the firm of 
Kirsch & Blacher, here. 

“One reason we can do such a heavy 
export trade,” says Mr. Kirsch, “is 
because the average shoe manufacturer 
does not want to bother with it. An- 
other is that there is a growing appre- 
ciation of well made American foot- 
wear in countries of low purchasing 
power. These people cannot afford to 
pay the price for new, up-to-date 
American footwear, but if we can ship 
them good quality shoes, which have 
lost their sales value here, they are 
satisfied, for style is not so important 
with them as it is with us. 

“We gather our supplies from shoe 
retailers, many of whom clear their 
shelves of old stock every six months, 
and from manufacturers who over- 
produce on certain styles. We break 
a lot of these shipments of shoes into 
smaller units. Porto Rico, for in- 
stance, takes small sizes, 2% to 5B. 
Jamaica takes the other end—the 
larger sizes. Out of style galoshes find 
a ready market in Denmark, for in- 
stance, South American countries 
want shoes with lots of pep and color 
to them.” 

Many American shoe retailers, says 
Mr. Kirsch, are automatically taking a 
20 per cent depreciation on their shoes 
the minute they land in the store. In 
other words, they add 20 per cent to 
the cost before putting on their usual 
mark-up. This means that if they sell 
80 per cent of any particular lot of 
shoes they have made their normal 
profit, and therefore can easily afford 
to close out the left-overs in one lot 
to firms like this. This obviates the 
necessity of close-out sales, which 
rarely close out all the shoes in the 
stock, and their attendant cheapening 
of the store. 


Footwear Guild Meeting 


CotumBus, OHIO (UTPS) — The 
Footwear Guild, represented by Philip 
H. Mayo and Arnold Bamberger called 
a meeting of shoe retailers at the 
Deshler-Wallick Hotel, Monday eve- 
ning Nov. 19 with about 15 present. 
The purpose of the organization in 
cooperative buying and in servicing 
independent retailers was explained by 
the Guild representatives. In the num- 
ber attending were retailers from 
many of the cities and towns in cen- 
tral Ohio. Mr. Mayo reported that 
four of the retailers were signed up 
as Guild members as a result of the 
meeting. Among those in attendance 
was Earl T. Smart, a retailer of 
Marion, Ohio, president of the Ohio 
— Retail Shee Dealers’ Associa- 
ion. 
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Do You Fit 
°em? 


Today Fir is the most 
important factor in shoe 
* retailing. aseuun 


You can’t properly fit your 
trade with one width any TL 


more than with one size. 
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DUNN & McCARTHY, Inc., AUBURN, N. Y. 











ADD SPAT PROFITS 


to your 


LOW SHOE 
PROFITS 







Drastically Reduced! 


? APEZIO Supreme Taps in THREE SIZES 
are now offered you at a tremendous re- 
duction. Neatly finished, easily attached. No 


Every man is a spat prospect. 


fili necessary. Made of alumi n silat ‘ . 
or alloy ee give the ellieh Ging. Bae Fit Rite Overgaiters, with smart 
dancing. leather piping around the top and 
carrying the popular four-hold but- 
= B gs 2 snc ” pone ge hg om tons, come in gray, fawn and all 
every shoe. popular shades. 
Place your order today. Write for complete Cata- Buy direct from us—the makers. 
logue. Special cooperation for all Capezio Dealers. IN STOCK—IMMEDIATE DELIVERY 


Samples? Gladly sent if you request 
them. 


| Prices—$16.50 to $21.00 doz. pairs 
} 









FIT RITE OVERGAITER CO. 
526 So. Third St. 
PHILADELPHIA, PA. 





209 WEST 48°*ST. 
NEW YORK CITY 
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The Small Store—Up-to-Date 





Front and interior views o 
store in Washington, N. J. 


FITTING out the small store in such 
a@ way as to make it complete without 
crowding it, is no small task; but it has 
been accomplished excellently well in 
this little store, not more than 20 feet 
wide by 22 feet deep, —. was re- 
cently ene by i M. Smith Co., 
Inc., in Washington, N. J. 

Mahogany would have given too dark 
and somber a nappearance to such a 


the new C. M. Smith Co. 


small room, so walnut was chosen 
wisely for the trim and furniture. 
About four feet from the entrance, in 
the middle of the store, is a glass dis- 
play cabinet with wood back. 

ehind this, extending from the cab- 
inet to a point about three feet from 
the cash register, is a back-to-back row 
of opera type fitting chairs. The reg- 
ister is placed in an alcove, the back 
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wall of which is of tasteful tapestry. 

The members of the firm are Charles 
M. Smith, president; Harvey S. Cyphers, 
treasurer; William T. Cyphers, secre- 
tary, and Frank W. Smith, vice-presi- 
dent and manager. 

It is the only exclusive shoe store in 
the town, with a trading population of 
approximately 10,000. 








Overshoe Weather 
Hits Middle West 


CINCINNATI, OHI0O—A week of cold, 
rainy weather around Nov. 15 caused 
galoshes to take an upward swing and 
gave retail shoe merchants a chance to 
determine what will be demanded in the 
protective line. In colors, tans, grays 
and checks seem to be favored and quite 
a few two-tones are moving. The light- 
weight turn-down collar type with con- 
cealed strap is very good and one buyer 
- A that galoshes on this order will out- 

~ 4 other pattern as they offer style 
= cal as protection and are not heavy 
enough to be tiresome or thick enough to 
be clumsy. 

Boots have not caused a great deal of 
excitement this season and most mer- 
chants are expecting very little from 
them, but sales were fair during the few 
cold days in November and when a long 
siege of cold days hit, boots might spring 
a surprise. A few high ones sold last 
week but the majority were ankle 
height. 

In walking through a busy shoe salon 
with the manager and taking notes on 
what was being tried on and what was 
being bought it was very noticeable that 
brown suede and brown kid were being 
preferred. Regardless of what the cus- 
tomer called for, the salesman brought 
it out along with a pair of black patents. 
The patents were usually left at the seat 
when the customer made her purchase 
and walked out. Another surprising 
thing was the —. of women —_ 
first wanted to try on green, red o 
blue suede or kid and would then how 
brown or black. A few reptiles were 
being sold, an occasional pair of satins 
moved and approximately 40 per cent of 
the sales made in that store during a 


busy hour were on brown and black 





suede. 





New Shoe Stores 


V. J. Henry Shoe Co., Inc., 64 Peach- 
tree Street, Atlanta, Ga. 

Jack & Jill Juvenile Shoe Store 
Barney Drazen, Propr.), New Haven, 
Conn. 

Murray’s Shoe Shop (Maurice Gor- 
shel, Prop.), 31 Norwood Street, 
Everett, Mass. 


Novel All-Leather 


Department Opened 


New York, N. Y.—Gimbel Bros. is 
offering the public of this city an all- 
leather department. A new and com- 

lete section, concentrating on every 
ind of leather for use by the general 
public for practically every purpose 
has been installed in this centrally lo- 
cated store. by Tanning Crafts. 
Leathers for shoes, millinery, uphol- 
stery, handbags, gloves, belts, sports’ 
clothing, ready-to-wear trimmings, in 
a wide assortment of the most fash- 
ionable colors are. displayed; Tanning 
Crafts package goods, containing ar- 
ticles cut out for making by the cus- 
tomer—for instance, pieces of leather 
necessary in the making of a poket 
book, with the requisite tools and 
trimmings, all in one package; leather 
patterns are also being sold; demon- 
strators are showing persons inter- 
ested how to make these articles. 

This all-leather department is the 
initial one opened by Tanning Crafts, 
which is composed of the Graton & 
Knight Co., Griess-Pfleger Tanning 
Co., Helburn-Thompson Co., Keystone 
Leather Co., and Radel Mfg. Co. Miss 
Ruth Taylor, director of Tanning 
Crafts, is in charge of the department 
and reports a good consumer response. 











Marott Employees 
to Dine and Dance 


INDIANAPOLIS, IND. (UTPS) — The 
annual dance and card party given by 
the Marott Employees Benefit Associa- 
tion will be held on the evening of 
Dec. 5 at the Marott Hotel. The dance 
will be in the crystal ball room, and 
the card party will be in the arcade, 
where bridge and five hundred will be 
played for prizes. George Marott, 
proprietor of the Marott Shoe Shop, 
and owner of the Marott Hotel has 
agreed to give the use of the ball room 
free of charge. Only Marott employees 
and their families will be invited, and 
Mr. Marott will make a short address. 


New Edison Bros. Store 


for Birmingham 


BIRMINGHAM, ALA. (UTPS)—Edi- 
son Brothers Co., operators of a chain 
of shoe stores in Atlanta, Memphis, 
Dallas, St, Louis, and San Antonio, 
will open a store in Birmingham. The 
exact date of the opening has not been 
announced, but the lease for a store 
has been signed. The store will be lo- 
cated at 212 North Twentieth Street, 
which is on Birmingham’s “shoe row.” 





New Women’s Shoe Buyer 


DALLAS, TeEx.—Harry Rosenstein, for 
nine years buyer of men’s goods for A. 
Harris & Co., one of the largest depart- 
ment stores in Texas, is now buyer of 
ladies novelty shoes for the Style Shoe 
Co. of Dallas. He is succeeding I. 
Sessel who has resigned his position. 
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For 61 years Mr. Henry Lilly 
has been serving the shoe in- 
dustry with his famous auc- 
tions of Shoes and Rubbers 
held every Wednesday and 
Friday. 


HENRY LILLY CO. 
110 DUANE ST. NEW YORK 
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Gift Boudoirs 
In Stock 


‘ If your Christmas stock of 
Greeley Boudoirs is run- 
ning low, we can fill in any 
rush orders sent us prompt- 
ly and fully. Try your 






IN jobber first—if he can- 
STOCK not supply, wire us. 
36 Pair Cases 














APPROVED BY MEDICAL MEN 


As a sturdy sup- 
port for the ankles 
of children 






VENTILATIONS 
PATENTED 








surgeons 
recommend its use. 


Make your stock 
of children’s shoes 
complete by send- 
ing your order today. 

Phone Brockton 2133 for im- 
mediate action. 


BURKLEY SHOE CO. 
1156 No. Main Street Brockton, Mass. 




















Your Friends Won’t Tell . 


You— 


And the Boss hasn’t the time. But you 
can easily learn the important facts of shoe 
and leather manufacture if you will devote 
ten minutes a day to a page or two of the 


Shoe and Leather 
Lexicon 
This Sales-Making Tome Costs Only Fifty Cents 
(Cash with orders, please) 


Boot and Shoe Recorder Publishing Company 
80 Federa! Street, Boston 











A. W. GREELEY 
et 12 Duncan St. - - Haverhill, Mass. Bx 








None Better than the old 
Perfection!! 


Wool Kerseys — Pearl 
Gray, Fawn, Med. Gray, 
Lt. Fawn—Taupe—Black 
—All Wool Felts—Pearl 
Gray — Taupe — Brown— 
Black and Lt. Fawn. Our 
leader a 4 button Spat 
for Men— Samples and 
prices on request! 


PERFECTION OVERGAITER CO., INC. 
107 College Street Burlington, Vermont 




















































Can You Speak the Language 
of Your Business? 

you know the meaning of all the terms used in the shoe 

and leather trade? Can you make a good impression on @ 

customer by calling things by their correct names and a 

questions in an intelligent manner? 

If you can’t—you need the 


Shoe and Leather Lexicon 


An authoritative of the terms used in the 
shoe and leather trade. The price of the Lexicon is 


50 Cents 


(cash with order) 


Boot and Shoe Recorder Publishing Co. 
80 Federal St. Boston, Mass. 
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O get the jump on com- 

petition, in the matter of 
style, is almost hopeless in 
this era of high speed pro- 
duction. But you can make 
each customer a loyal cus- 
tomer—calling her ck to 
your store for more of those 
comfortable—tackless—flexi- 
ble — smooth-inside stylish 
Atlantic Littleways. 

Every Atlantic Shoe is a 

Littleway—retailing from $5 

to $6.50. — See them at 

N.S.R.A. Convention, 


Hotel Stevens 
Chicago, Jan. 7-8-9-10 


ATLANTIC 
SHOE CO. 


So. Boston, Mass. 
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KIRSCH -BIACHIER 


ANY -INCORPORATED 
624 Broadway, New York, N. Y. 


EXPORTERS 


The great export markets are 
waiting for the slow moving 
merchandise that you have 
on your shelves. Good mer- 
chants, manufacturers and 
jobbers have definite ar- 
rangements with us for a 
periodical close-out of their 


surplus. 


If you have anything in the 
following list that is not mov- 
ing and that you are desirous 
of selling, please write 








HOTEL 





Broadway at 44th St. 
New York City 


In the 
HEART of 
Times Sq. 








Catering to the 


SHOE and LEATHER 
INDUSTRY 


SAMPLE ROOMS IN NEW YORK 
MODERATE RATES. 
Under New Management 


Wire Reservations at Our Expense 





CLARIDGE 


LARGEST AND MOST COMFORTABLE 








Kirsch-Blacher Co., 
New York 








Men’s Shoes 








Women’s Shoes 
Children’s Shoes 
Rubbers 


Arctics 

















Tennis 

Retail Shoe Stocks 
Wholesale Shoe Stocks 
Manufacturer’s Samples 
Odds and Ends 


—_—o—— 



























Anything sold 
through a retail 
shoe store. 
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WHERE TO BUY 
Men’s Shoes 








“HIGHEST. GRADE ONLY” 











M. A. PACKARDCO., 
BROCKTON 








BOSTONIANS 


SHOES FOR MEN 
COMMONWEALTH SHOE & LEATHER Co. 
WHITMAN, MASS. 








NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
H. W. COOK, President 
N. ¥. U. 8. A. 
MEN'S FINE SHOES EXCLUSIVELY 








Stacy Adams Co. 


Manufacturers of 


MEN’S FINE 






















50 STYLES IN STOCK 


EMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 


WRITE TODAY FOR CATALOGUE 


ew 
(UMFORT-ARCH SHO 





MADE ENCLUSIVELY BY THE 
EMERSON SHOE MFG CO 
ROCKLANO. MASS. 





















Shoe «Market News 


In The Boor anp SHor REcoRDER 





NATIONAL NEWS 
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EVERY WEEK 





Move to Make 
Philadelphia Big 
Shoe Market 


Various Organizations Join 
in Plan Originated 
by Mensch 


PHILADELPHIA, Pa. (UTPS)—Not 
quite ten years ago the world news 
sources were blazing the “fourteen 
points” which President Wilson pre- 
sented to the case-hardened statesmen 
of Europe. It will not be long now 
before the “fourteen points” of Cal 
Mensch, secretary of the Middle Atlan- 
tic Shoe Retailers’ Association, will be 
staring the shoe world in the _ face. 
What are they about? Just this: It 
is aimed, with the cooperation of all 
the interested agencies to make Phila- 
delphia one of the at shoe centers 
of the world, and the fourteen points 
are fourteen reasons why this aim is 
believed to be just by its promoters. 
“Listen, world,” is the attitude of the 
MASRA and it goes on to say: 

1. Philadelphia within a radius of 
250 mi sells and consumes 
about 50 per cent of all shoes 
made in America. 

2. Philadelphia, as the leading man- 
ufacturing center in the United 
States, in all lines, offers spe- 
cial advantages as a distributing 
station. 

Philadelphia is the center of all 

the air lines in the East. 

Philadelphia has representatives 

of all leading shoe manufac- 

turers and leather houses. 

5. Philadelphia is the ideal conven- 
tion city. Within an hour all 
leading eastern seashore resorts 
may be reached. 

6. Philadelphia exports more leath- 
er than any other city. 

7. Philadelphia has the oldest 
leather and findings house in 


America. 
8. Philadelphia is the reco 
leader 





3 
4 


in the manufacture of 
and children’s fine 


shoes. 
9. Philadelphia (Delaware River 
District) produces approximately 
90 per cent of the glazed kid 
leathers used in the world. 
Pennsylvania, (Philadelphia the 
city) is one of the leaders in the 
tanning and manufacturing of 
sole and vy leathers. 
Philadelphia has probably the 
most favorable labor situation in 
the world as applying to the boot 
and shoe industry. Philadelphia 
gave birth to the first joint board 
of arbitration. 
12. Philadelphia has the oldest shoe 
and leather trade journal pub- 


women’s 


10. 


11. 











lished under continuous manage- 


ment. 

13. ara gro gave birth to the 
National Shoe Retailers’ Asso- 
ciation, furnished its first and 
present president. 

14. Philadelphia is the headquarters 
of the Middle Atlantic Shoe Re- 
tailers Association— the out- 
standing regional association in 
the industry. 


The claims of these points cannot 
lightly be dismissed as municipal pride 
alone, when it is considered that Phila- 
delphia has about sixty-five plants 
engaged in the full time production 
of shoes, 

A fifteenth point introduced by local 
merchants, namely, that Philadelphia 
has the outstanding, exclusive, artistic 
shoe stores in America, may open 
to question according to the bias of the 
reader, but the other fourteen points 
are a painstaking compilation of facts 
which cannot be ignored. 

Local organizations interested in the 
shoe industry, and these include the 
Philadelphia unit of the Tanners’ 
Council of America, the Philadelphia 
Shoe Manufacturers’ Association, the 
Philadelphia Shoe Wholesalers’ Asso- 
ciation, the Philadelphia Shoe Travel- 
ers’ Association, and the Leather and 
Shoe Findings Association believe that 
the city of Philadelphia does not re- 
ceive the consideration from the shoe 
world to which these fourteen points 
entitle it. 

Desire to remedy this situation led 
a number of interested individuals to 
take action. A luncheon meeting was 
held with the members of the Indus- 
trial Relations Committee of the Phila- 
delphia Chamber of Commerce and a 
pledge of the cooperation of the latter 
organization was secured: 

rnest T. Trigg, chairman of the 
Industrial Relations Committee of the 
Chamber, was instructed to appoint a 
special committee to investigate the 
possibilities of the plan proposed. 

The committee includes Percival E. 
Foerderer, of Robert H. Foerderer, 
Inc., manufacturers of glazed kids; M. 
E. Huse, of the Philadelphia Electric 
Company, controlling the local power 
supply; John C. McKeon, of Laird, 
Schober & Company; A ae D. Ogden, 
Pennsylvania Railroad ompany; 
Charlies P. Vaughan, of Dungan, Hood 
& Company, Inc., chairman of the 
committee; Ernest T. Trigg, ex-officio, 
and Cal J. Mensch, secretary of the 
Middle Atlantic Shoe Retailers’ Asso- 
ciation, secretary of the committee. 

Officials of the Chamber of Com- 
merce say that the selection of a man 
outside their organization as secretary 
of the committee shows an unusual 
degree of confidence on the part of the 
Chamber of Commerce in the sincerity 
and ability of those in back of the 
shoe center project. 

Tentative plans for making Phila- 
delphia a shoe center contemplate the 
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erection of a per building to be 
known as the “Shoe Mart” which will 
house the offices of all the organiza- 
tions interested in the manufacture 
and selling of shoes. There will be 
under the same roof, exhibition facili- 
ties, educational displays, meeting and 
convention rooms and any other fea- 
tures which may be originated to help 
the better selling and distributing of 
shoes. 

Every branch of commerce which 
touches on the shoe industry will be 
asked to cooperate in the realization 
of the plan. The fourteen points will 
be placed conspicuously before the shoe 
industry of the nation in an effort 
to make the industry Philadelphia- 
conscious. 

Local pride? More than that, the 
putting of a great shoe center in its 
rightful place in the sun, and a full 
a of the magnitude of that 
place. 


Wholesale Trade Shows 
Improvement in St. Louis 


St. Louis, Mo.—Business in the 
wholesale and manufacturing end of 
the shoe business has shown a better- 
ment during the past ten days, with 
firms reporting gains in shipments 
over the same period of a year ago. 
Optimism again pervades the district 
and executives are expressing them- 
selves as being hopeful of holding the 
increase so far established. The cut 
in prices retarded business for a short 
period and had the opposite effect to 
that which was anticipated. 

For the most part the fiscal year 
of the larger houses will end Nov. 30. 
One of the big firms closed its year 
the last day of October. The slash in 
prices has affected profits and what 
was expected to be an outstanding 
ear as to profits has been trimmed 
y the price decrease to just a fair 
season. Profits, however, will be bet- 
ter than satisfactory with a majority 
of the big institutions showing a nice 
surplus for the reserve fund. Spe- 
cialty manufacturers expect to show 
better profits than general line houses, 
due to the maintenance of prices in 
their division. 

Announcements have been made in 
all houses that the salesmen will be 
brought into headquarters during De- 
cember for the new line. At present 
a demand is being heard for black and 
brown shoes for immediate selling. 
This is the big bet in one of the large 
houses on the street. Boots have 
proved popular with those manufac- 
turers who played them. Two general 
line houses cleaned them up to the last 
pair. 


Atkins Moved to Chicago 


Str. Louis, Mo.—P. A. Atkins, con- 
nected with the advertising depart- 
ment of the Roberts-Johnson and Rand 
branch of the International Shoe Com- 
pany, has gone to Ch to join the 
organization of the International- 
Chicago Shoe Co. 








New Types 
of Sandals 
Made in U. S. 


Designed to Fit in with the 
Expected Bare Legged Vogue 


LyNnN, Mass.—Styles here have en- 
tered an ecstatic era. Not even the new 
comers, let alone the old timers, have 
seen such jazz in shoes before. 

Of sandal styles are many of these 
rhapsodies in shoes, not “King Tuts,” 
nor barefoots, nor anything familiar, 
but a brand new type of sandals for 
1929. Some makers think that a bare- 
leg vogue is coming, and they propose 
these sandals to make up for the lack of 
stockings, and at the same time they 
take care that the linings of the sandals 
are as smooth as silk. 

Pink and yellow may be added to the 
new colors in Lynn shops, and more may 
be said of blue and green. These colors, 
of full grain, and straight aniline dye, 
driven in deep, are on selected kid skins. 
But beige is the popular bet, and the 
sand tones lead among the beiges in the 
sample lines. 

The sport shoe theme interests a good 
many. A few think it means more welts. 
Leather heels on welt shoes, for dressy 
street wear, are reported to be encourag- 
ment of makers of leather heels, for 
business has been dull with them since 
Lynn firms began to heel about 90 per 
cent of their shoes with wood. 

Women have about seven irons of 
leather under the soles of their feet, and 
men from 12 to 14. How do they do it, 
especially when the chill is on the side- 
walks in winter? 

Patent leather is urged by some mak- 
ers of populsr price shoes. There are, 
it should be borne in mind, quite a num- 
ber of manufacturers who ask “what 
styles are going to show a profit to me 
and my merchants” and getting an 
answer from their merchants, they pro- 
ceed to the development of that style. 

A few more orders for year end shoes 
would be welcome in a number of shops. 


St. Louis Style Man 
Sees Patent for Spring 


St. Louis, Mo.—E. H. Bickel, man- 
ager of the women’s style department 
of the Central Shoe Company predicts 
in their grades for spring that patent 
leather will be the outstanding mate- 
rial and will equal in demand the call 
for all the new spring colors. Patents 
in both trimmed and plain effects will 
sell, with plain effects having an ad- 
vantage over the trimmed patterns. 
Trimmings will be new prints of the 
sand tones. 

Mr. Bickel believes that Lido Sand 
will prove the most popular color with 
French beige second choice. Red and 
blue will share in the demand for col- 
ors with red in popular priced shoes 
showing more strength than blue. 

Sport shoes of welt types are ex- 
pected to be unusually good. Pumps 
are expected to lead the pattern pro- 
cession with straps and ties. following. 
The ties will also prove popular. 
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WHERE TO BUY 
Men’s Shoes 


8 Oe ee 








WOOD SOLE SHOES 


Heavy Full Oil 
Grain Leather 
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EMlin*-0¢ mann nsoisrentaia 
BION F-REYNOLDS CO™ BROCKTON MASS 
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WHERE TO BUY 
Slipper Quilting 





hid 





SLIPPER MANUFACTURERS, 
ATTENTION! 


We Do Quilting 


for good workmanship and 
quickest service see 


FENKART & SONS, INC. 
815 22nd Street Union City, N. J. 
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WHERE TO BUY 
Shoe Buckles & Fabrics 
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Cut Steel Buckles 
Tinsel Shoe Fabrics 


CRACOVANER 
389 FIFTH AVE., NEW YORK 
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MAISON MANN, inc. 


“Decidedly Different” 
Importere Manufacturers 
CuT STEEL 
BEADED- RHINESTONE 
3 West 20th St., New York ¢ 
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Ta. & H. VEITH, INC. 
oa —I mporter. 


od 
9-11 East 38th, New York 
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WHERE “TO BUY 


Women’s Novelties 
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IN-STOCK How te Get Business in 
$3 to $6 Sellers December. 














BOND SHOE COMPANY, 132 Duane St., New York 











WHERE TO BUY 


Ballet Slippers 








Im Stock Black Bal- 
let SHppers 
Ladies’ $1.25 pr. 
Misses’ $1.20 pr. 
Child’s $1.15 pr. 


BLOG SHOE CO., INC. 
147 Duane 5t., 
New York, N. ¥. 














HAND TURNED, BLACK KID 
BALLET SLIPPERS 


















IN STOCK 
Women’s, $1. ae, 
Misses’, $1. 
Sie fat 
—- ly attended to 
ROTH & ROSENBERG SHOE CO. 
124 N. t., Philadelphia 
e 
Brooks Ballet Slippers 
Black Kid 
Made on 
Right and 
Left lasts 
Women’s Misses’ Child's 
Ne. 600 $1.45 $1.40 $1.35 
Ne. 609 1.30 1.28 1.20 
Coast Prices Slightly Higher 
BROOKS SHOE MFG. CO. 
1725-35 No. Gth St., Philadelphia. 
Les Angeles: 1162 So. Hill St. 











DO chit KNOW? 
or soll it through 


service is a time 
immediate needs. 











Cincinnati Factories 
Report Increase 


CINCINNATI, OHIO — Unseasonable 
weather in October kept mail orders 
down but a very satisfactory volume 
were received by local ers 
and wholesalers in November. 
favorable break in weather was all that 
was needed to start these orders rolling 
as many merchants placed orders early 
in the season only for immediate needs. 
Hand-to-mouth buying still prevails as 
shown by the orders coming in at this 
time. ~~ buyers want only a few 
pairs of a kind unless it is something 
that is tried and true, like black patent, 
black and brown suede and brown kid. 
Novelty patterns and novelty colors are 
being bought sparingly. It seems that 
every buyer is looking for something 
entirely new but they want to be sure it 
= go over before doing any heavy 
uying. 

x few factories spent part of Novem- 


ber making new samples while one or 
two sta work the latter part of the 
month on spring orders. Some boots 


are being made up but the majority of 
factories are not making them up except 
on order. Mail orders at wholesale 
houses show that even though mer- 
chants are getting quite a few calls 
for boots, they are a little afraid of 
them, ordering possibly a half dozen 
ee but only three or four pairs of 
each. 

One manufacturer of house slippers 
reports that his bookings are sufficient 
to keep his factory busy through No- 
vember and the first two weeks of De- 
cember. Orders were pretty well di- 
— between leather and felt shoes, he 
said. 


Clinton Shoe Mfg. Co. 
Elects New Officers 


CLINTON, IowA.—At a recent meet- 
ing of the board of directors of the Clin- 
ton Shoe Manufacturing Co., makers of 
men’s dress footwear, C. A. Armstrong, 
also identified with Curtis Bros. & Co., 
was elected president and treasurer. H. 
T. Reed, well known in the shoe and 
leather trade, was elected vice-president 
and general manager. F. E. Thompson, 
former secretary, was reelected. A. 
Meinert was appointed assistant treas- 
urer and assistant secretary. 

D. Thompson, former suasibent, treas- 
urer and general manager, has resigned 
but his financial interest remains in the 
business and some additional capital, 
also, has been put in. The new organi- 
zation is already functioning. 





New Brockton Company 


pce ster Mr 5 ra au smee — 
pany organ ere is the Lynx Shoe 
Co. wih sanet ufacturing space at 20 
Foundry Street. The concern will man- 
uteetian eg og —— and is 
capitalized in t of $100,000. 
Raymond H. Swan of this city is presi- 
dent and treasurer of the comment, and 
Joseph H. Dumais, formerly head of the 
Dumais Shoe Co., in whose manufac- 
turing space the company will operate, 
is the other director of the firm. 





John W. Price Dead 


HAVERHILL, Mass.—John W. Price, 
for the past 30 years prominently iden- 
tified with the local shoe and leather in- 
dustry; died at the Lawrence General 
Hospital, Nov. 16 from injuries sus- 
tained in an automobile accident four 
weeks before. Mr. Price was the head of 
the J. W. Price, Inc., manufacturers of 
shoe counters, soles and toplifts in this 
city, and the Twin-City Counter Co., 
Lewiston, Maine. His local interests 
were varied. Besides his active connec- 
tions with the leather trades he held 
financial interest in several local shoe 
manufacturing enterprises. 





Haverhill Expecting 
Early Spring Opening 


HAVERHILL, Mass.—Local shoe men 
are predicting an early opening of new 
season’s business. The new season will 
have made a good start by Dec. 10 it is 
believed. The style trend has been defi- 
nitely established and the new leathers 
are already being sampled heavily in 
the plants. 

Simple smartness characterizes the 
new spring modes. Lightness and airi- 
ness marks the new shoes. The new 
light shades in ooze, suede, and kid are 
already in the factories and samples 
show the light grays and beige shades 
predominant. 

Immediate production is mainly on 
slip ers, both in plain and strap effects, 

black _ far in the lead in ma- 
terials. Alligator and reptile leathers 
are used for trimming. There is con- 
siderable silver kid being cut for eve- 
ning shoes. 

Manufacturers are fast cleaning out 
boot types, which have not been gen- 
erally profitable. Several firms report 
that the boot types have been sold at a 
loss, having been sold almost at the price 
of low-cuts. 


Will Make Survey of 
Function of Wholesaler 


Boston, Mass.—Ralph B. Jones of 
the C. A. Goodnow Shoe Co. of this 
city, has been named as a member of 
one of four committees which have 
been appointed by the National Whole- 
sale Conference acting under the aus- 
pices of the Chamber of Commerce of 
the United States. These committees 
have undertaken a survey of the prob- 
lems of distribution with particular 
a to the function of the whole- 

er. 

The committee of which Mr. Jones 
is a member is headed by F. B. Cas- 
well, vice-president of the Champion 
Spark Plug Co. Among other members 
are George T. Fielding, manager of 
the Commercial Research Division of 
the General Electric Co., at Bridge- 
port, Conn.; and Lewis H. Bronson, 

resident of the Bronson & Townsend 

,» New Haven, Conn. 

The survey being made will cover 
not only the work of the wholesaler, 
but also the function of wholesaling as 
carried on manufacturers, chain 
stores and mail order houses. 








 * A a btn) ee 


> eet wr Oe 











December 1, 1928 


BOOT AND SHOE RECORDER 





99 





With Footwear Guild 


Boston, Mass. 
—Cliff H. Ward 
has joined the 
sales force of The 
Footwear Guild, 
Inc. His terri- 
tory will be Vir- 

inia, West 

irginia, North 
and South Caro- 
lina, Kentucky 
and Tennessee. 

Mr. Ward is 
best known to the 
trade through his 
: previous associa- 
tion with the Lewis A. Crossett Shoe 
Company, for whom he traveled through 
Kentucky, Tennessee, Georgia, Alabama 
and South Carolina. He is making his 
first trip for The Footwear Guild, Inc., 
through Kentucky and Tennessee. 





cug H. Ward 





Daniel S. Knowlton Dies 


Boston, Mass.—Daniel S. Knowlton, 
veteran newspaper man, and author, 
whose shoe connection in the past,ten 
ee has been with the United Shoe 

achinery Corporation, died Nov. 26 
after a brief illness. 

Much of his time had been spent in 
research work identified with the shoe 
and leather industry. Merchants all 
over the country have enjoyed annual- 
ly the historical calendars issued by 
the United Shoe Machinery Corpora- 
tion, which were conceived and created 
by Mr. Knowlton. Thus the initials 
D. S. K., were known the length and 
breadth of the industry. He was part 
and parcel of a distinguished group of 
veteran newspaper men, and was also 
a foremost historical student of Bos- 
ton and New England. 

Mr. Knowlton was born in Alfred, 
Me., Sept. 19, 1861. His father was 
judge of the Probate Court, part owner 
of the Portland Press and Assessor of 
Internal Revenue. It was natural, 
therefore, for the son, following his 
———— from Andover in 1879, and 
rom Yale in 1883, to become affiliated 
with the newspaper fraternity. His 
first hook-up was with the New Haven 
Register. 

He came to Boston in 1885 and pur- 
chased the Boston Times, and during 
his connection with this publication 
was active in the Boston Press Club. 
Later, he entered the service of the 

vernment as Secretary to Collector 

inslow Warren at the Boston Cus- 
toms House and later served under 
Collectors Curtis and Lyman. He re- 
signed from the service of the Customs 
House to enter the employ of the 
United Shoe Machinery Corporation 
under the late treasurer, Louis A. 
Coolidge. 

He is survived by his wife, Alice 
Joyce Knowlton; a daughter, Mrs. 
William H. Zinsser of Great Neck, 
N. Y.; and a son, Hugh Knowlton, also 
of Great Neck, N. Y., a vice-president 
of the International Acceptance Bank. 

He was a member of the Boston 
Yale Club, the Dickens Fellowship and 
the Newspaper Club. 

The funeral was held Wednesday 
afternoon, Nov. 28, at two o’clock, in 
St. Paul’s Church, Aspinwall Avenue, 
Brookline, where the deceased was 
clerk and member of the vestry. 


Tariff Fight Starts 


[CONTINUED FROM PAGE 65] 


which they would get very little benefit. 
In fact, the farmers, in turn, would 
have to pay at least 50 cents a pair 
more on an average for their shoes. 

“The big fight is for the maintaining 
of free raw materials. While there 
might be a divided opinion in Congress, 
it is not at all impossible that Congress 
can be made to see that raw materials 
should come in free and that the manu- 
factured product should pay a duty, to 
protect our home industries, much as 
they were protected under the Payne- 
Aldrich bill. The next Congress may 
see that free raw material and duty on 
manufactured goods are necessary to 
equalize our increased labor costs with 
the much lower labor costs of foreign 
manufacturers.” 

The Boston Boot and Shoe Club, one 
of the outstanding social organizations 
of the shoe industry, had an attendance 
of 150 at this meeting, which was pre- 
sided over by its president, Horace R. 
Drinkwater. Salutations from several 
sources were read by Secretary Thomas 
F, Anderson. Silent tribute was paid 
to the memory of George W. Brown, 
vice-president of the United Shoe 
Machinery Corporation, who died re- 
cently. 

The opening address was by Alfred 
W. Donovan, who gave highlights of 
conditions in the shoe and leather 
trade. He was followed by Arthur D. 
Anderson, editor of the Boor & SHOE 
RECORDER, who interpreted the New 
York styles conference of the allied 
trades. Charles C. Hoyt followed with 
a talk on salesmanship, and impromptu 
remarks were made by Jay Otis Ball, 
the new managing director of the Na- 
tional Boot & Shoe Manufacturers’ 
Association, and by J. Frank McEl- 
wain, chairman of the tariff committee 
of that association. 

Mr. McElwain said, “The manufac- 
turer does not want to be protected 
because of inefficiencies, but they do 
want to be protected against a foreign 
wage scale, which is not over one-third 
the wages paid in this country.” He 
cited one foreign factory turning out 
65,000 pairs of shoes daily in a most 
efficient manner, at an exceptionally 
low and dangerous competitive price. 


Crossett Offices to 
Be Moved to Boston 


NortH ABINGTON, Mass.—Following 
a few months after the transfer of the 
Lewis A. Crossett, Inc., business from 
this town to Augusta, Me., offices of the 
company here are being moved to Bos- 
ton, and it is e that the work 
will have been completed within the 
month. A portion of the business office 
also will be moved to Augusta. 

Since the death of Lewis A. Crossett 
about a year ago the business has been 
conducted by trustees for the family. 
As soon as the plant and the offices are 
vacated the property will be offered 





for lease or for sale. 












WHERE TO BUY 


Men’s & Women’s 
Slippers 








Send for samples 
= we will prove 
t. 


WM. SUMNER SMITH 
325 W. Monres, Chisage 














ERS REPEAT 


IN STOCK 


Best grade kid, 
built on New 







Ne. 145, Spring Last — 

Beru Felt Lined 
No. —Heavy hair 
No. felt filler and 
Sle. heel pad.Chrome 


Outsole. 


FREEMAN-THOMPSON SHOE 
ST. PAUL, MINN. 


Manufecturers of Masterfelts 


co. 











Everything in Slippers 
oO* the Better Grade 
For the Betier Trade 


ie: 
‘ @ 
~ 1 








PARISTYLE FOOTWEAR MFG. CO., INO. 
Factory and Salesrooms 
40-46 West 25th St., New York City 
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WHERE TO BUY 
Spats 








Imported English Made 
Broadcloth 
Spats 


Colors : 
Light Gray 
Med. Gray 
Fawn 
Sizes 6 to 11 
Leather Bound 


$2.25 per pair 





IN STOCK—IMMEDIATE DELIVERY 


BLOG SHOE CO., INC. 
147 Duane St., New York, N. Y. 








ENGLISH TYPE 


Made of Best 
Water Proof 
Cravenetted 

Materials 


1 and 2 dozen Samples Cheerfully 
Submitted on ten day trial 


GOLD SEAL 
536 Broadway, 





New York 
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WHERE TO BUY 
Bowling Shoes 











BOWLING SHOES 
“Coast 


Sick, IN-STOCK 







$3.25 


BROOKS 
SHOE MFG. CO. 
1788 Ne. Oth St. | Philad:iphia, Pa. 

Los Angeles, 1162 Se. Hill 








WHERE TO BUY 


Store Fixtures 











Where Customer 
Interest Lags 


[CONTINUED FROM PAGE 52] 


“Now, size up this shoe as a whole. 
Note the satin smoothness of the fin- 
ish—the edges of the sole and heel— 
the mirror-like gloss of the bottom— 
the whole picture. Is it not a master- 
piece? 

“No disparagement of the lower- 
priced shoes is intended. It is a good 
shoe and worth what is asked for it. 
The $8 shoe is worth $8 and the $14 
shoe is worth $14, 

“Have I made myself understood? 
Are you satisfied? Let’s make one ad- 
dition to what I have said. The higher- 
priced shoe was made slowly. It took 
three times the hours to produce it. 
It stood on the last three weeks until 
the leather was molded to the wood 
and the shoe permanently shaped. 
That is why it has that firm, upstand- 
ing, aristocratic look of class, quality 
and general desirability. That is why it 
will set off your clothes and make you 
proud of your feet. That is why it will 
retain its looks to the last day you 
wear it. You will part with it regret- 
a Font jouer | — in its 

of s y gentility. 
sa hall I wrap them,.or will you wear 
em ?” : 


Well, well, quite a long lecture is it 
not? Too long perhaps for the man in 
a hurry. But you may use parts of it 
as the occasion warrants. You may ab- 
breviate it and pare it down effectively, 
but use the meaning of it if 
you can. 

And why not use parts of it in your 
advertisements/ Wouldn’t it read bet- 
ter than some of the copy you see? 
Does it not contain certain elements of 
“human interest” so scarce in shoe ad- 
vertising generally? Does it not bring 
a man into a little closer understanding 
and appreciation of his shoes? 


C. F. Gardner Dead 


Charles Frederic Gardner, for many 
years a director of the British United 
Shoe Machinery Company, died at his 
home in Leicester, England, on Oct. 
27, 1928. 

Mr. Gardner, who was born on Nov. 
14, 1874, received his early education 
at Eton, later graduating from Cam- 
bridge University. Later he made a 
lengthy stay at Heidelberg University 
where he studied jurisprudence for 
several semesters. It was quite nat- 
ural for Mr. Gardner to follow in his 
father’s footsteps in the machinery 
business. In the years before the war, 
he was a co-director with the late Fred 





Cox of the Deutsche Vereinigte Schul- - 


maschinen Gesellschaft, G. m. b. H. 

Just previous to the war, Mr. Gard- 
ner was British Vice Consul at Frank- 
furt, leaving Germany at the outbreak 
of the war in July, 1914. Returning to 
England, he acted as legal adjuster in 
the field of patents and in various other 
business fields for all the European 
subsidiary companies of the United 
Shoe Machinery Company. 








‘lies 


WHERE TO BUY 
Slipper Supplies 


Oe ein inn inna 








Are 








POMPOMS AND ROSETTES 
The right a at the right price. 
on ’ 


Samples request 
HY-GRADE SLIPPER SUPPLY CO. 
693 Broadway New York City 











a a ll rl a il el 


WHERE TO BUY 
Standard Shoe Materials 


ili ill 


vest Virgin 


More dependable than ordinary leather for 
Counters and Innersoles. 








Ww. Pulp eh PaneeGas 
estVirginiaPul perCompan 
Detroit NewYork Chicago y 

















The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish. 

CREESE & COOK CO. 
Tanneries at Danversport, 95 Seuth St., Besten, Mass. 

















WHERE TO BUY 
Children’s Shoes 








“ELAM” 


Flexible Turn Shoes 
For the Jobbing Trade Exclusively 
F. S. ELAM SHOE co. 


CHESTER, N. 
Boston Office: Statler Bidg.. Room 532 


Israel Auer Dead 


CINCINNATI, OnI0—Israel Auer, 79, 
retired shoe manufacturer, died at his 
home here Nov. 18. Mr. Auer was ill 
a week and pneumonia develo the 
day before he died. Mr. Auer founded 
the shoe firm of Stern-Auer Co. about 
thirty years age and retired from active 
business in 1922. 
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Polly Shoe Holder 













- THE BOTTOM 
AND 


SHANK DESIGN 


It solves the problem of p rly Gopheyne shoe bottom 
and shank designs. Particularly adaptable to Arch Type 
Shoe Holder is made of non-rustable 

felt lined. Satisfaction guaran- 
00 a dozen, $3.50 a half dozen. Check with 
se. 


OLLINGER CO. 
RIA BLOG. sT. 1s MO. 




















WINDOW 


MODERNISTIC pisptay 


FIXTURES 
, ~ = 











~~ 








—— 




















New Line for Shoe Store Windows 
Ask for Book No. 11C—Use your Stationery 


Tue Oscar Ounex Co,"°..°) WV. 4 


CINCINNATI, O. 














i 
| 









HOTE 


CENTRAL PARK WEST 
72nd STREET 


. Situated in New York’s finest residential dis- 
trict, facing beautiful Central Park. Only 5 
minutes from the smart shops, theatres, rail- 
road terminals. 

















Service and Cuisine of Traditional Fame 


The Majestic has always been the residence of 
many distinguished visitors to this continent. 





$250 per da 
3 aod mf 


Room & Bath - 


willl 


STUDY CHIROPODY 


«= ===MAIL THIS COUPON TODAY-- = - = 


Soe 
















Illinois College class listex ing to lecture 









Graduate Chiropodists Earn 
From $5,000 to $15,000 a Year 


No profession has attracted shoe men and women more than 
has Chiropody. Today many of the world’s leading Chiropodists 
are former shoe people who have followed up their valuable ex- 
perience at the fitting stool with a course in Chiropody. Today 
they are earning from $5,000 to $15,000 a year. 

The world needs Chiropodists. The opportunities are unlimited. 
In the United States there are about 162,000 physicians, about 
82,000 dentists, but only 5,000 Chiropodists! A virgin field! 

Course only 2 years at best known College of Chiropody 
in ica equips you for practice. 15th year. You are ready to 
enter with four years high school or equivalent. Largest foot 
clinic in world—over 16,000 foot cases handled annually, large 
faculty physicians, surgeons, chiropodists—study in Chicago— 
you can earn while you learn. Write for catalog. No obligation. 






























ILLINOIS COLLEGE OF CHIROPODY, 1327 N. Clark St., Chicago 


Gentlemen: Please send me, postage prepaid, latest catalog and complete 
information relative to Chiropody and your school. 


Name 
Street and Number 
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Classified and Opportunities Department 
RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 80 Federal Street, Boston, Mass., on 
Monday of the week of publication in order that advertisements be published same week. 
Otherwise insertion will be put over to the following week’s issue. 


POSITIONS WANTED 

4c per word. Minimum Charge 75c. 
LINES WANTED 

4c per word. Minimum Charge 75c. 


ALL OTHERS 
7c per word. Minimum Charge $1.25 
ALL DISPLAY SPACE 
Five dollars per inch. Allow 45 words to an inch 





When advertisers desire answers to come in our 
twelve words must be allowed for address. When 
vertisers desires replies forwarded direct to their 
each word of their address must be counted in 
vertisement and paid for accordingly. 

Payment in advance is required, except when 
advertisers, as amounts are too small to open accounts. 


a8 


taf 





December 1, 1928 




















SALESMEN WANTED SALESMEN WANTED 








SALESMEN WANTED 














SALES OPPORTUNITY !! 


Pacific Coast, Missouri, Kansas, Iowa, Nebraska, Minnesota, 
North and South Dakota 


Nationally known manufacturer of men’s and women’s high grade 
corrective welts has opening in above territories for experienced 
salesmen with a following, who can show consistent record of sales 
results. Seven and 8 per cent commission against drawing account. 
In reply give full details—present connection and earnings. In- 
formation will be treated in strict confidence. Address D-814, 
care Boot & Shoe Recorder, 189 W. Madison St., Chicago, Illinois. 




















WANTED 
For Chicago, Middle West, 
and other desirable territory, 
salesmen to carry an easy sell- 
ing line of in-stoek, growing 
Girls’ McKay, and Misses’ and 
Children’s McKay and stitch- 
downs. Popular price. Large 
stock always on floor in Chi- 
cago. Opportunity for big 
earnings for live man. 


NATIONAL SHOE COMPANY 
South Wells St., Chicago, Illinois 

















| Three Sales Producers Wanted: 
TEXAS 


















Craddock-Terry Co. 
(Baltimore Branch) 
IOWA 
OHIO 


If you are familiar with the 
shoe trade in any of the above 
States we will consider your 
application. Ours is a well Philadelphia, surrounding 
established and popular line Pennsylvania Counties and 
of children’s shoes, and an ag- the City of Wilmington. 
gressive man with a following Ground floor office and sam- 
will find it decidedly worth ple room located at 56 N. 3rd 
while. In making application St., Phila. A remarkable op- 
state experience, references, portunity for the right man, 


Fg waar but his past results must 
age and Grawing account nec- prove that he is capable of 


Will require the services of 
a competent shoe salesman 
January ist. A man who has 
now, or can affiliate with him- 
self one or two high grade 
assistants. Territory includes 











The “House of Winners” 


has openings for live salesmen with 
an established trade in the follow- 
‘ing territories: Washington, Oregon, 
Idaho, Montana, Loulsiana, Illinois, 
Nebraska, Colorado, Kentucky, Ten- 
nessee and Minnesota. Fastest and 
easiest selling line of Women’s ex- 
treme Novelties on Market today at 
$2.25 and $3.85. Straight liberal 
commission. Write at once giving 
references and other information 
in first letter. Address D-838, care 
Boot and Shoe Recorder, 80 Federal 
St., Boston, Mass. 











WANTED -Baperionces salesman with 
New England following for a high-grade 
complete line of felt, leather, and satin 
house slippers—not a side line. Please 
er complete information in first letter— 
will be held confidential. Address 
Box D-8265, care Boot and Shoe 
soccetien, 80 Federal St., Boston, 















essary. Confidential. handling a big proposition. 
Pree Sigg 'W. Madison = os Address Craddock-Terry Co., Balti- 
cago, Ill. more, Md., Attention John W. 
raddock, Jr. 
—— 
=— 
WANTED 





a rubber footwear salesman 
all ERastern Massachusetts following. 
co ore mplete information in first 
letter—it will be held confidential. 


SALESMEN WANTED 
We will have several very desirable 


territories open after January Ist. Address Box D-826, care Boot 
A) will be considered at Record 80 Federa 
this time from salesmen with es- su Boston, Mass. aa 


tablished trade for a fast selling 














A nationally known long-established 
wholesaler of better grade women’s novel- 
ties carried In Stock has openings in 
several territories for ——- sales- 
men with good records. Please give your 
complete story in first letter—it will be 
tial. Address D-8S00, 

eare Boot and Shoe Recorder, 
80 Federal St., Boston, Mass. 











LES ANTED—Side line. salesman 
commission ro catty (eur soft soft soles ond Sate — 
isconsin, i- 

us" 5 ~~ Tdaho and Utah.” Lib- 









land, Inc., Rochester, 











Women's Welts, Mc 
| stock department. Commission basis. 


GAlzean for Texas. Must reside on ter- 


and travel by auto. ChiJdren’s and 
os and Stitchdowns. 


and Shoe Recorder, 


80 Federal St., Boston, Mass. 
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SALESMEN WANTED 


POSITION WANTED 








POSITION WANTED 





SALESMAN for si 
Growing Girls’ shoes. 
West Broadway, New York, N. Y. 


Children’s, Misses’, 
loner Shoe Co., 110 





WANTED:—For Alabama, Ar- 
kansas, Illinois, Indiana, Towa, 
Kansas, Nebraska, Missouri, 
Wisconsin and other desirable 
territories, salesmen to carry as 
side line the fastesteshort line 
of ladies’ Corrective McKay 
Arch Shoes priced at $3.85 and 
$2.85. All numbers carried in 
stock in four widths. Liberal 
commissions. Good opportunity 
for big earnings. Address Cor- 
rective Shoe Co., St. Louis, Mo. 











SALESMEN— 


Wanted for leading line of women’s 
high grade shoes in southeastern and 
southwestern territories. 

Address lication, furnishing experi- 
ence and "Sieines, Box D-842, care 
Boot and Shoe Recorder, 80 Federal St., 
Boston, Mass. 








IDE Line Salesman for finely made Men’s 
S spats. "Liberal commission. Gold Seal, 536 
Broadway, New York City, N. Y 





IDE LINE—Salesmen for attractive line of 

women’s and misses’ sport oxfords with 
crepe and leather soles. Welts and McKays. 
Carried in stock. mission basis. Men with 
established trade only need apply. Address 
D-829, care Boot and Shoe Recorder, 239 W. 
39th St., New York City, N. Y. 





BUSINESS OPPORTUNITY 


BETTER Merchandising to Merchants desir- 
a more rapid turnover and volume by 
ial sales of all kinds. 19 years’ experi- 

ence. My fees are less. References from sat- 

isfied customers everywhere, also bank. Over- 
come chain store competition. Correspondence 
confidential. H. D. SEIP, Russellville, Ohio. 








FINE opening for shoe store in thriving city 
of 10,000. Only one exclusive shoe store in 
town. Building now under construction. Best 
location in city. Address D-835, care Boot and 
Shoe Recorder. 80 Federal St., Boston, Mass. 





YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily learned by any- 


one at home in a few weeks. Easy terms 
for training; openings eve here with 
all the trade you can attend No capi- 


tal required or goods to buy; no agency or 
soliciting. Address Stephenson bora- 
tory, 21 Back Bay, Boston, 








LINE WANTED 
OMEN’S NOVELTIES—Three to six dol- 
hi Southeastern 


lar retailers for Philad ia, 
Pennsylvania and New Jersey. Twenty-two 
years’ experience. Can produce results. Ad- 
dress D-833, care Boot and Shoe Recorder, 80 
Federal St., Boston, Mass. 








ARE YOU OPEN FOR A SALESMAN? 
Desire connection with responsible manu- 
facturer of misses’ and children’s welts and 
stitchdown shoes. I am a practical shoe man 
with over twenty years selling, also p 

and advertising experience. i of lasts 
and patterns and have an unusual “Trade- 


mark” idea, one that suggests a real appeal. 
Have following with slate and better class 
isers. of ref. 











Stock department. 


trade. 


TO SHOE OR RUBBER FOOTWEAR 
MANUFACTURERS 


We can put you in touch with a man thoroughly equipped to operate an In- 


He can offer experience, knowledge, and acquaintance second to none, and 
these assets, together with the best of references, render him an exceedingly 
valuable man to any organization carrying in-stock goods for the retail shoe 
For further particulars address: 


W. M. L., Boot and Shoe Recorder, 80 Federal St., Boston, Mass. 








attested. 


record. 


As a Volume Producer—As a Manager of 
Men and as a Man This Sales Manager Is 
High Grade—and Available! 


Circumstances, from time to time, bring an exceptionally fine type 
of sales manager onto the market. This man is such a one. 


His personal character, ability, and energy are unquestioned and 


His- extensive experience in big volume sales is a matter of 
There is a volume production plant somewhere which will do well 
to investigate this man’s record at once. Address: 


D-841 
Boot and Shoe Recorder, 80 Federal St., Boston, Mass. 











Thoroughly competent shoe 
buyer, age 86, desires connection with 
department or specialty store handling 
medium or better grades doing volume 
of three hundred thousand or better; 
20 years’ experience in both department 
and chain stores. Am willing to go 
anywhere. Address D-8S3 care 
Boot and Shoe Recorder, i89 W. 
Madison St., Chicago, ii. 











HOE Buyer, Sales Promoter, Volume Pro. 
ducer, A jive, wants to c’ . Address 
D-785, care Boot and Shoe Recorder, 80 Fed 


eral St., Boston, Mass. 





POSITION WANTED—Management of Re- 
tail Store or Shoe Department by young 
man of good character and proven ability, age 
32, married, good style picker, can trim _win- 
» Prepare advertising, handle help and win 
trade. Have spent entire life in shoe business. 
Wish to make change where my opportunity 
for advancement will be greater. Can qualify 
for ary position, will go anywhere in the 
east and report at once. If you need a trained 
dependable experienced shoeman with the very 
best erences, write D-831, care Boot and 
Shoe Recorder, 80 Federal St., Boston, Mass. 





ANTED—Office or Sales—Shoe or finding 

trade. Familiar all branches of shoe indus- 
try. Five years’ experience executive shoe fac- 
toy buying and managership. Three years 
calling shoe factories middle west. Married. 
Twenty-eight. Locate anywhere Address 
D-832, care Boot and Shoe Recorder, 80 Fed- 
eral St., Boston, Mass. 





FOR RENT 


OR RENT—Shoe Department, 35 feet i 
F floor.” 10 foot, window display. |Next —"} 
corner in . Store doi i 1. 

one of business, Bon Ton Store, ieliown, 
‘enna. 





LINE WANTED 


ARE YOU OPEN FOR A SALESMAN? 
I am a practical shoe man with over twenty 
years selling, also promotion and advertising 
work. I would like a line of welts, women’s 
or misses’ and children’s semi-orthopedic shoes 
to retail at popular prices. Desire connection 
with responsible manufacturer. Can promote 
agencies. Have following with both jobbing 
and better class retailers. The best of refer- 
ences furnished on request. Address 1-828, 
care Boot and Shoe Recorder, 80 Federal St.. 
Boston, Mass. 








SHOE line wanted by road salesman. Fifteen 

years’ experience from Mississippi River to 
Pacific Coast. Address 1-827, care Boot and 
Shoe Recorder, 80 Federal St., Boston, Mass. 





LINE wanted for Wisconsin or Minnesota by 

a capable salesman with long experience. 
References furnished. Address D-834, care 
Boot and Shoe Recorder, 80 Federal St., Bos- 
ton, Mass. 





FOR SALE 


FOR SALE—42 pairs of women’s felt 10 
button overgaiters, grey, white, fawn. Sizes 
2 to 4. $4.50 dozen pairs. Will send sample. 
FAMILY SHOE STORE, Bakersfield, Calif. 








FOR. SALE—Cash only. Shoe store in a 

thriving Massachusetts town of about 6,500 
population. Centrally located. Stock about 
$9000. Rent $60. heated. Address D-840, care 
Boot and Shoe Recorder, 80 Federal St.. Bos- 
ton, Mass. 








The advertising pages of the Boot and Shoe 
Recorder constitute an almost inexhaustible 
source of ‘nformation as to where and what 
to buy. They are worthy of your closest 
attention. 
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’ NEEDS 





MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 









When in New York Visit 


sovins Sige Stadio 
251 West 42nd St., York City 


Phene Wisconsin 6659 


emerson: 
1s 
























Men’s Spats 





Ne. 160. Fine Kersey Cloth. 4 Eye Hand 
Sewed Buttons. 


Pearl Gray and Light Fawn. 
In Stock: Sizes 6/11 
Per Doz. Pair....$18.00 


Lincoln Store Supplies Co. 
1508 Washington Ave., St. Louis, Mo. 































WINDOW 
DISPLAY FIXTURES 
Made 


FN =) a 


VE 


VIMIA N §£ MV 7 MAK K 


1..KLUGE 
WEAVING CO. 














Milbradt 
Ladders 


ventors. 


conditions. 


placing your order 
Milbradt 

Manufacturing Co. 

2416 No. 10th Street 











Made for 40 years 
by the original in- 


Made in all styles 
to suit any shelving 


Get our price before 





ST. LOUIS, MO. i 





Advertising Air Balloons 
Size Ne. 50—8S%" Inflated 
ond me pow oe Quantities & gress 


w. oo pena fRyearisine 
158 Ne. State St., Ohieage, Ill. 











= - 
==. 
— 
— 





and Tru 
Wheels eliminate a pony A prevent vibra- 
tion. Erection as simple as A, B,C. Utilize 
small space. Make top shelves safely avail- 


Fak go—aleely Finlthed—any. 7, hele ceiling. 


Circular on me F 


& BRO.co. 


copbesbiconl 
request. ASHLAND, OHIO. 





PUMPS -WATER SYSTEMS-HAY TOOLS - DOOR HANGERS 7 


YER S cusnion tire} . 





Shoe Ornaments 





BOWS (Plain or Steel Bead Trim) in 
eet, Satin, Velvet, Suede, Brown Kid, 


RHINESTONE Buckles, Clasps, Slides, 
Heels. 


CUT STEEL BUCKLES 
Have you our new Catalogue? 


Lincoln Store Supplies Co. 
1508 Washington Ave., St. Louis, Mo. 











LAB E LS 
SHOE CARTONS 


EXCLWSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUESE 


%59°-27) LEXINGTON AVE., BRODEAYD. ett 
AMERICAS CREATEST 
SHOE CARTON @& LABSL mepGe 




















WANTED TO PURCHASE 








TO BE SURE THAT YOU RECEIVE 
THE VERY HIGHEST PRICES 


for your retail odds and ends, entire 
or surplus stocks, ask us for our bid. 
(Estab. 40 years.) Cash transactions. 


Export Surplus Purchase Co., Inc. 
596 Broadway, New York, N. Y. 








HOLFAST 


The Wonder Buckle 
older 
































Inquire Your Jobber or Direct 


Deauville Import Corp. 
45 W. 34th St. 
New York 





HIGHEST CASH PRICES 
PAID 











Do You Know? 





That ean bay or sell it through 
the te Bay” columns. This 
feature in its 
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ES... that’s exactly 


what I want. Even 








though they are a 





half size smaller, this partic- 
ular style may be real com- 
fortable.” 





**Let’s slip them on, madam. Now, 
bear your weight, please, and step 
rather solidly. How do they 
feel?” 





“Well, this one seems a lit- -—— 
tle too snug. But perhaps it’s 7~/ 


imagination because they are 


“Nearly every- 





one’s feet vary, 
madam. Appar- 
ently your left 





oops 


Satisfy the Foot as well as the Customer 























foot is a trifle smaller. Our 
| | REPCO stretcher, however, 
V7) will ease that shoe in such a 
wale way that it will never cause 


you discomfort.” 


@ Just how frequently this situation 
arises is best known by the salesman 

himself. His careful fitting 
| gains and holds desirable 


trade. In the retail shops an 








orderly equip- | 
I | 


| 


ers is necessary = 


ment of stretch- 





— in all sizes. 


REPCO STRETCHERS 


The wood is fully seasoned rock maple 

and the blocks are connected by a strong 

steel hinge. The aétion is easy, accurate 

and dependable, through a simple mech- 

anism—toggle joint and slow aaion 
thread screw. 


oe 


For Sale by Shoe Findings “Dealers 







United Shoe Machinery Corporation, Boston 


San Francisco “Branch: 859 Mission Street 


J. K. Krieg Company, 39 Warren Street, New York City 
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The Boot and Shoe Recorder 


Serves in 


Getting More Shoes Sold Right; not only “more” but “right”; sold 

for the right purpose, to the right wearer, in the right fitting, for the 

right price, at the right profit. This is the great problem of the retail 

shoe merchants. The chief purpose of Tue Boot ann SHoe Recorper 

is to help solve it; for this is the basic problem upon which depends 

the progress of the entire allied industries relating to shoes and leather, 
their production and distribution 


In this Issue— 


WHEN CUSTOMER INTEREST Lacs.... By R. L. Prather .............. 51 
Give a Bit of the Romance of 
Shoemaking. 

OLD MAN SUNSHIND............... The Sun-tan Influence.......... 53 
Opens a Shoe Style Shop. 

THE VOICE OF THE RECORDER........ Opinions of the Editor.......... 56 

A Recorp Sports YEAR JusT AHEAD In Men’s Shoes ................ 58 


Men Growing More Sports Wear 


Conscious. 
Are You Prorit MINDED? ......... An Educational Program ...... 60 
GETTING THE PASSING PUBLIC...... By Harry M. Messenger........ 62 
Dramatizing Your Merchandise. 
Box UNiTs THAT TALK............ Displays Say Something........ 64 
SOMIe VIG STAMED oi. 5ccccseces The Industry Adopts Policy..... 65 
WHOo’s WHO SELLING SHOES ON THE 
BOO GRF oe bias ck berks 620k 456% By Helen M. Haney............ 85 
News of the Travelers. 
SHOE MERCHANT NEWS ........... About Betailera .....ccccescces 89 
SHOE MARKET NEWS .............. Among Manufacturers ......... 96 


OTHER REGULAR FEATURES. 





GETTING MORE 
SHOES SOLD RIGHT 


THE BOOT AND SHOE RECORDER PUBLISHING Co. 
80 FEDERAL STREET, BOSTON, MAss. 
EVERIT B. TERHUNE, President 


WILLIAM M. LEBRECHT GEORGE W. R. HILL 
Treasurer Vice-President 


H. WALTER SCOTT B. C. BOWEN 
Vice-President Vice-President 








ARTHUR D. ANDERSON 
Secretary 


Directors of the corporation, in addition to 

the above-named o rs, are as follows: 

Hueco M. Bowzn . M. FAHRENDORF 
CHARLEs H. L. 


A. C. PEARSON P. 
FURBER R. 


Owmgn A. THOMAS 








SUBSORIPTION RATES 
The subscription price of the Boor anp SHos Recorpmr is $3.00 for one year, which includes 
postage in the United States, its possessions, Canada, Mexico, Spain and its colonies and South 
America (excepting Venezuela and the Guianas, which is $6.00). 
FOREIGN SUBSORIPTION—The price to all foreign countries except the above is $6.00 per 
year including postage. 
All subscriptions are payable in advance. Single copies 25 cents. 





A for change of address must reach us at least thirty days before the date of issue 

with which 4 is to cay coos. —— cannot be sent to replace those undelivered 

through fatlure to send wance notice. With your new address be sure also to send us 
the old one, inclosing tf possible your address label from a recent copy. 

Seleed eo cet ie meer Beet 28. 1008, oe Se Te Se oe tee ret, KT. eer Ge ot 

Member of the Audit Bureau of Circulations 

Member, Associated Business Papers, Inc. 
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BOOTS AND SHOES 


Arch Aid Shoe Co., Rochester, N. Y...... 88 
Alden, C. H., Abington, Mass............. 34 
Athletic Shoe Co., Chicago, Ill............ 29 
Atlantic Shoe Co., Boston, Mass........... 95 
Beacon Falls Rubber Shoe Co., Beacon 
Vale, Catt o ccccic cc cbvecesbesicoseoes 38-39 
Best-Ever Slipper Co., Inc., Brooklyn, N. Y. 99 
Blog Shoe Co., New York City......... 98, 100 
Bond Shoe Co., New York City........... 98 
Brooks Shoe Mfg. Co., Philadelphia, Pa., 
98, 100 
Burkley Shoe Co., Brockton, Mass......... 94 
Brown Shoe Co., St. Louis, Mo............ 68 
Capezio, New York City.............e0+5- 92 
Central Shoe Co., St. Louis, Mo........... 90 
Clapp, Edwin, & Sons, Inc., E. Weymouth, 
PEED, ch cccecccccecapccesecescctseccece 96 
Cohen, Samuel, Shoe Co., Boston.......... 98 
Commonwealth Shoe & Leather Co., Whit- 
SE, BN. wos tedonccvscccosesccccesees 96 
Coon, W. B., Co., Rochester, N. Y...... 79, 84 
Corrective Shoe Co., St. Louis, Mo........ 41 
Devine & Yungel Shoe Mfg. Co., Harris- 
WO BM. bc ccctcccededobsccccceccesces 77 


Dunn & McCarthy, Inc., Auburn, N. Y.... 92 


Educator Shoe Corp., New York City..... 6 


Edwards, J., & Co., Philadelphia, Pa., 
4th Cover 


Elam, F. 8., Shoe Co., Rochester, N. Y....100 
Emerson Shoe Mfg. Co., Rockland, Mass... 96 
Evans, L. B., Son Co., Wakefield, Mass.... 94 


Freeman-Thompson Shoe Co., St. Paul, 
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Freeman Shoe Mfg. Co., Beloit, Wis....... 40 
Greeley, A. W., Co., Haverhill, Mass...... 94 
Green, Daniel, Felt Shoe Co., Dolgeville, 
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Hamilton Brown Shoe Co., St. Louis, Mo.. 8 
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Helmholz Shoe Mfg. Co., Milwaukee, Wis.. 1 
Hoyt, F. M., Shoe Co., Manchester, N. H.. 25 


Julian & Kokenge Co., Cincinnati, Ohio. .66-67 


Kri Aaeft.Trite 
-'vP 


Ce., Cincinnati, Ohio 50 





Lancaster Shoe Co., Elizabethtown, Pa.... 37 
Lape & Adler Co., Columbus, Ohio........ 12 
Lilly, Henry, Co., New York City......... 94 
Mishawaka Rubber & Woolen Mfg. Co., 
Mishawaka, Ind. 
Moran-Herman-McManus, Inc., Auburn, Me. 99 


Morris Bros. Shoe Co., Quincy, Ill......... 73 
Nettleton, A. E., Syracuse, N. Y.......... 96 

Nann, Bush & Weldon Shoe Co., Milwau- 
DR EY va ideabede dévaped dctbevsccococe 23 
Over-Sole Rubber Corp., Chicago, Ill...... 42 
Packard, M. A., Co., Brockton, Mass...... 96 

— Footwear Mfg. Co., Inc., New 
Y CPE SSC egbRaS iP heetdesoreccccecs 99 
Peck Shoe Co., Worcester, Mass........... 48 

a Overgaiter Co., Inc., Burling- 
WW SSCS Wow Ween sed dwe sed scccdsccscs 9 
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American Hide & Leather Co., Boston, 
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Schmidt, Carl E., & Co., Inc., Detroit, Mich. 49 
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West Virginia 


Pulp & Paper Co., New 
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Follis, W. E., Adv. Service, Chicago...... 104 
Gold Seal, New York City................ 100 
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Inc., Worcester, 
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Levine Display Studio, New York City....104 
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you will find 
in the 


Boot and Shoe 
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N° man can be an expert shoe 
fitter unless he understands 
the human foot and its functioning. 
A new form of anatomical foot-study 
has been developed in Germany. A 
high speed saw slices a frozen foot, 
giving to the student, for the first 
time, a complete longitudinal pedal 
section. 

We have obtained such a center 
section of the human foot, sliced to 
nineteen one-thousandths of an inch. 
You can look through it and can see, 
for the first time, the actual bones, 
muscles and nerves of the foot. We 
will show this remarkable object- 
lesson in our Dec. 8 issue. After 
reading this well-handled article, no 
man can be other than well-informed 
on the anatomy of feet. 


HE problem of developing some 

new form of post-graduate edu- 
cation that can be superimposed 
on the school of: experience and 
made helpful to the merchant has 
resulted in a noble experiment by the 
BooT AND SHOE RECORDER before the 
Massachusetts Retail Shoe Mer- 
chants’ Association. 

It is hoped that some new method 
may be devised of putting energy 
into the minds of the merchant in 
his local convention, so that later he 
can put that same energy into his 
work, his store and his co-workers. 
Watch next week’s issue for the first 
flashes of his new means of multi- 
plying ideas that make a profit. 





eS ae 


- 


108 BOOT AND SHOE RECORDER December 7, 1928 





HOES filled with InvisisLE MmppLEsoLe 


DRY FEET 
offer the best protection against sudden 


— ON wet pavements [ Rains... Sleet ... and Snow. 


InvisiBLE MIDDLESOLE prevents cold and 
dampness from penetrating through to the 
feet and aéts as first aid to health and com- 
fort by providing a flat, dry insole. 

Leading shoe manufa@urers throughout 
the United States and Canada are filling 


their shoes with INvisiBLE MIDDLESOLE. 


to put Invisible Middlesole (Bottom Filler) in your 


MR. SHOE BUYER: Ask your shoe manufacturer 
shoes — send for descriptive folder and coupon book 


BECKWITH MANUFACTURING COMPANY 


MANUFACTURERS OF VULCO PRODUCTS 
STATLER BUILDING - - BOSTON, MASSACHUSETTS 
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HOS! ERY 


e ACC RSSOTHES 
Section 
OF THE BOOT AND SHOE RECORDER, DECEMBER 1, 1928 


2’ 


THe Reatty [mportant ItinGc~ 


WHAT'S INIT?” 


CONSULT THIS TABLE OF 
CONTENTS 


el i ei i 


BRINGING ’EM BACK 
Rebate on Third Pair Turns the Trick On Page 115 


—AND OTHER THINGS 
Give This Saleswoman a 25 Per cent Daily Increase On Page 117 


HOSIERY OR BOXES? 
Which Sells Which? But the Combination Doubles 
This Store’s Hosiery Business On Page 119 


THE COLOR TREND 
Whit Is Selling Now On Page 121 


IN STEP WITH THE PACE OF THE MARKET 
Style, Color, etc. On Page 125 


MRS. SHOPPER GETS HER EYE FULL OF CHRISTMAS 
HOSIERY 
In These Window Displays On Page 128 


NEWS O’ THE MARKET 
About People and Merchandise On Page 131 


{ 
( 
( 
( 


ell i ei i ii de ee a 


THIS AND THAT 
Merchandising Ideas Culled from Here and There On Page ws 
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take advantage | 
of GORDON | 


Your complete 


style authority! Gordon Depart- , 


ment automati- 





















cally confirms you as a style authority on hosiery. . 
For the Gordon V-line, the Gordon Narrow Heel and 

the other numbers in the Gordon Unit are recognized q 

style leaders. Their artistic heel designs, fashion-correct ir 
colors, unquestioned quality, have already been established 

for you by strong national advertising. " 
The new Gordon Style Book with its Guide to the 

Exact Choice of Hosiery helps your salespeople and cus- he 

we 





tomers to select the right shade and type of hose to meet 
every requirement of the 
smart woman’s wardrobe. 

Take advantage of this! T 
Let your customers know (Sor don bi 


about your Gordon Depart- CRE ke er ye 


B 


NE 
Hos 
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ment. Their knowledge can readily be turned into in- 


creased profits for you. 


* * * 
™ The Gordon Hosiery Unit consists of the Gordon V-line, 
2. that distinctive heel design based on the lovely natural 
i. shadows of the perfectly formed ankle. No. 815, chiffon, 
and No. 725, sheer-service weight, both retail at $2.50. 
d Then there is the Gordon Narrow Heel—dainty— 
d different—with rounded toe and heel, retailing at $2.00 
- in both chiffon and sheer-service weights. 
ad And Shadow Clocks and Top Clocks, ideal for sports 
wear, each retailing at $3.00. 
7 Finally, for the woman who wants to pay $1.50 for her 


a, hosiery, the Gordon Unit offers No. 420, in sheer-service 
weight, with a four-inch lisle top and the popular Gordon 
Narrow Heel. And also 
No. 315, in all silk chif- 


The complete Gordon Unit _ fon with regulation heel. 


et 





builds prestige and sales for 


ad 


your hosiery department. 


BROWN DURRELL CO. 


NEW YORK . . BOSTON 


9.28 Hosiery and Shoe Store Accessories 





| 








x* 


» STAR-POINT * 


+ 





No. 975 
$22.75 per dozen 


In % doz. Packing 
January Ist Delivery 


Parchment 
French Tan 
Boulevard 
Blue Dust 





Krueger-Tobin Co., Inc. 
2 PARK AVENUE 
NEW YORK 


STYLE ORIGINATORS AND SPORTS 
HOSE CREATORS 
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Bringing €m Back 
Half Dollar sg age “hehe Pair 
Does the Tric 


HE question, “How can we 
bring back our hosiery cus- 
tomers?” is answered by Rud- 
berg’s shoe store, Spokane, Wash., 
which uses a ticket system to at- 
tract follow-up sales. When a cus- 
tomer buys a pair of stockings, she 
is given a printed card, which says: 

“Good for 50 cents on the pur- 
chase of ladies’ hosiery at Rud- 
berg’s.” And on the reverse side, 
“The purchase of three pairs of 
ladies’ stockings entitles you to this 
50 cents credit. One or two pairs 
may be purchased at a time, but the 
50 cents credit will apply only on 
the third pair. Not good during 
special reduction sales.” 

The ticket bears a number and 
three squares, which are initialed 
by the salesman to indicate the 
number of purchases. When a cus- 
tomer has bought the third pair the 
salesman marks the card and sends 


it to the cashier with the sales slip. 
The cashier makes the credit and 
saves the ticket for accounting. 


66 HILE the ticket system 

brings us few new customers 
—no attempt is made to advertise 
the plan—it does bring back people 
who happen to drop in to buy one 
pair of stockings, or those who buy 
a pair to match a pair of our shoes,” 
said Mrs. Jessie Gannon, head of the 
hosiery department. “These people 
would be lost to us in the future if 
we didn’t have this or some other 
follow-up plan. I have had several 
customers recently who have car- 
ried tickets nearly a year. Most 
of them come, I believe, to save the 
half dollar although they are en- 
tirely satisfied with the merchan- 
dise and with the store and its per- 
sonnel. Lots of them send their 
friends to us. 


Without overcrowding the window, Hearn’s New York recently put across 
the idea of hosiery in quantities in this display by using the rainbow 


effect and hosiery boxes. 


The display was used in connection with the 


store’s semi-annual hosiery sale 
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seven romilla numbers 


to bring christmas business your way 








Silhouette Heel — 


No. 60—Chiffon, $15.00 
No.80—Med. weight, 13.00 


Anglette Pointed Heel — 


No. 90—Medium weight . 12.00 
No. 100—All-Silk Chiffon . 14.50 


And the Romilla DE LUXE Group- 


Each pair wrapped separately 
in crisp traneparent cellophane 


No. 101—De Luxe Chiffon, fine gauge 13.50 
No. 102—De Luxe Chiffon, Picot-Edge 14.50 


No. 103 — CHIFFON — DUETTE HEEL 18.00 





we anticipate record orders—and 
we are prepared to fill them now! 


MILLER HOSIERY COMPANY. !NC 
330 FIFTH AVENUE, NEW YORK 


COMPLETE STOCK ALSO CARRIED AT 
San Francisco— 51 Fremont Street 
HOSIERY Chicago—North American Bldg. State & Monroe Sts. 
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—eAnd Other Things 


Here’s a Shoe Saleswoman Whose Daily Sales of 
“Other Things’ Runs 25% of the Total 


ISS EDNA L. LAUGH- 
LIN is in charge of the 
hosiery and findings de- 


partment of the Robert A. Sills’ 
shoe store, Greensboro, N. C., but 
she also doubles in selling shoes. 
According to her version, and this 
is based on practical, everyday 
selling experience, 
it is easily pos- 
sible for one sell- 
ing shoes to take 
in at least 25 per 
cent additional 
money through 
the selling of ho- 
siery and acces- 
sories. That is, if 
one sells $200 a 
day in shoes, an- 
other $50 may be 
written on the 
books if proper 
attention be given 
to the selling of 
the various acces- 
sories. When 
this is viewed in 
the light of sell- 
ing an extra $3 on each $12 shoe 
sale, it does not seem so difficult. 
Bear in mind, however, that Miss 
Laughlin works in a store whose 
selling prices are from $10 up, 
mostly up, so her clientele is more 
apt to listen to suggestions of this 
nature. 

Hosiery and ornaments run into 
money fastest, though the aggre- 
gate sales from tricky shoe lifts, 
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Among the accessories that 

sell particularly well in the 

holiday season are these ho- 

siery boxes and shoe ward- 
robes 


decorative and necessary shoe trees 
and ordinary polish is to be 
reckoned with, that is, if one is 
really interested in running up a 
good book. Many a sale of shoes 
is saved by suggesting that the 
buckles be changed. Buckles may 
form the basis of selling many 
extra pairs of 
shoes. For  in- 
stance, only last 
week, two college 
girls who room 
together, each 
wanted to buy the 
self same style of 
shoe, none other 
in the whole stock 
would do at all. 
The situation was 
saved by selling 
each girl an en- 
tirely different 
set of buckles 
that completely 
changed the ap- 
pearance of the 
shoes. A_ very 
critical customer, 
who had worn out one salesman in 
her attempt to find a smart shoe in 
the low heeled type that she was 
compelled to wear, was quickly sold 
a three strap model, after it was 
shown her how three pairs of orna- 
ments at a dollar the pair, bright- 
ened up the shoe. 

To sell buckles successfully, it is 
quite necessary to have a wide 
assortment of fillers. 








LO 
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Hosie ry 


The dollar hosiery market is 
“going Everwear.” These 
modern hose of fine quality 
have sold in greater volume 
daily for many months. They 
are being re-ordered from all 
corners of the globe. Make 
money on the five great Dollar 
Leaders! Mail and cable or- 
ders filled same day received! 


The Everwear Hosiery Company 
Milwaukee, Wisconsin, U. S. A. 





f THE DOLLAR LEADERS | 


ranst WITH THE Le ae 


ed 
4-thread lisle heel 
autumn colors. 
tity, $7.75 


° yo. - 

heel, silk plaited sole, 

and toe, 25 

Selling in quan- 
dozen. 


23xX — Rapidly 

ys E.- leading “aan — 

Extremely fine gauge all silk 

service weight. raceful pointed 

heel, silk plaited sole, 4-thread 

lisle heel and toe, 25 popular 
autumn colors, $8.00 dozen. 


silk service hose. 
picot top, pointed heel, 5 
Plaited sole, 4-thread lisle he¢ 
and toe, 8% to 9% only. 
volume seller. 

colors, $7.75 doze’ 
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aH. ostery or Boxes?2 


Does One Sell the Other? This Store Finds the 


Combination Builds Business 


By HARRY R. TERHUNE 


IKE the old problem, Which 
came first, the hen or the egg? 
—it is somewhat of a question 
whether the handsome boxes sell 
the hose, or the hose sell the boxes. 
Perhaps it is neither, but it is good 
salesmanship on the part of the 
boys in the Walk Over store at 
Jackson, Mich., coupled with good 
judgment on the part of the man- 
ager, J. E. Pitcher, and the fact 
that the hose department has a 
corking good salesgirl, that is re- 
sponsible for the moving out of so 
many three and six-pair lots of 
women’s stockings. It wouldn’t be 
just right to say how many dollars 
worth of stockings are being sold, 
but it can be said that more pairs 
of women’s stockings are being sold 
than pairs of shoes. And this store 
puts out a tolerable lot of shoes, too. 
The major part of the selling is 
done right at the hosiery case by the 
young lady in 
charge, but the 
boys have a 
happy way of 
having their cus- 
tomers stop 
there before go- 
ing out. Maybe 
it is the jingle of 
the P.M. money 
that refreshes 
their memory, 


suggest hose. And why not? In 
the windows and on the showcase 
are attractive six and twelve-com- 
partment boxes filled with hose. 
Appropriate signs tell of the spe- 
cial price advantage gained by buy- 
ing hose in three and six-pair lots, 
and of the cute boxes that are given 
free with each lot purchased. 

Ask Pitcher of the advisability 
of giving away a twenty-five-cent 
box as a bribe to customers who 
buy more than one pair at a time. 
Ask him and he will tell you that 
it has been one of the means of 
doubling his hosiery business in 
the past year. 


ERE is a hot tip he passes 

along for redoubling (if that 
bridge term may be used) before 
the holiday season gets too far ad- 
vanced, either he or those of his 
boys who know the heads of con- 
cerns real well, 
will make a per- 
sonal call on 
these executives 
for the purpose 
of explaining 
how easily the 
Christmas pres- 
ent problem of 
the boss may be 
solved by giving 
boxed hosiery to 
his office girls. 





but they sure do 
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a. With rete 
CHRISTMAS 


just three weeks away ... 












ON’T FORGET that pointed heel stockings 
are the most popular stockings—and that 
Onyx Pointex is the original and best-known of 
pointed heels! 







Don’t forget that in handling Onyx Pointex 
stockings, you may avail yourself of all those 
services made famous by the Gotham Silk 
Hosiery Co. 







Don’t forget that stockings sold for Christmas 
are the foundation of your next year’s business 
—when they are Onyx Pointex, the stocking 













1. ( 
made by us in our own mills—the quality “ ’ 
stocking that brings your customers back. a 

So 
And finally, don’t forget that there’s not a stocking 
easier to sell, or more profitable to carry than Onyx % . 

Pointex, the original pointed heel stocking! 3. B 
Gotham Silk Hosiery Company, inc. : 
Manufacturers 1. Sn 

389 FIFTH AVENUE, NEW YORK CITY E Ce 
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The COLOR Trend 


EREWITH are listed the 
latest best selling colors re- 
ported by various organizations: 


The Allen-A Company 


Sheer 

. Light Gun 
Metal 

. Gun Metal 

. Marron Glace 


Service 


1. Light Gun 
metal 

2. Gun Metal 

3. Beach Tan 


Dexdale Hosiery Mills 


Sheer 
. Rose Metal 
. Rose Taupe 
. Brown Beige 


Service 
1. Rose Metal 
2. Rusty Brier 
3. Oriental 
Beige 


McCallum Hosiery Company 


Sheer 
. Gun Metal 
. Walnut 
. Shadow 


Service 
1. Gun Metal 
2. Biscuit 
3. Shadow 


Society Maid Hosiery Company 
Sheer 


. Beechnut 
2. Wrought Iron 
8. Beach Tan 


Service 


1. Beechnut 
2. Wrought Iron 
3. Misty Morn 


Artcraft Silk Hosiery Mills 


Sheer 
. Smoke 


Service 
1. Smoke 
. Castor 2. Vellum 
. Marmotte 3. Gun Metal 


Hosiery and Shoe Store Accessories 


. Light Gun 


. Cuban Sand 
. Beach Tan 


. Boulevard 
. Manon 
. Beach Tan 


. Tuscany 
. Loraine 
3. Fiji 3. Fiji 


. Manon 
. Pawnee 
. Beechnut 


. Gun Metal 
. Algerian 
. Manon 


. Boulevard 
. Gun Metal 
. Manon 


Cooper, Wells & Company 


Sheer Service 

1. Light Gun 
Metal 

2. Beach Tan 


3. Cuban Sand 


Metal 


Realart Silk Hosiery Mills 
Sheer 


Service 


1. Manon 
2. Beechnut 
3. Boulevard 


Mojud 
Service 


1. Tuscany 
2. Loraine 


Sheer 


Gotham Silk Hosiery Company 


Sheer Service 
1. Pawnee 
2. Gunmetal 


8. Seasan 


Quaker Hosiery Company 


Sheer Service 
1. Gun Metal 
2. Algerian 


8. Dust 


Van Raalte Company 


Sheer Service 
1. Algerian 
2. Gun Metal 


8. French Nude 





Interior view of our New Full Fashioned Mill 
tur, Alabama 


=~ ~ Feature Ladies Silk 
lron Clads--forXmasGifts 


December is the month for you to increase your hosiery sales, 


and IRON CLADS will do this for you. In fact, 17.17% of 


the total year’s sales of hosiery are made during December ac- 
cording to a recent survey. 


Here are five Quick Selling IRON CLAD Styles to retail 
from $1.00 to $2.00 per pair. 


AT ONCE DELIVERY 


Pointed Heel $1.00 Retailer 

No. 811 is a pure silk Service weight Silk to the Hem style with elastic 
mercerized top, fashion marks, 4-ply heel and toe, double sole with 
POINTED HEEL, and is made with the new patented improved heel 
and toe assuring perfect fitting foot, smooth toe and non-wrinkle ankle. 
Colors: White, Atmosphere, Skin, Champagne, Blonde, Grain, Parch- 
ment, Sandust, Rose Blush, Moonlight, Gun Metal, Pastel Parchment, 
Flesh Pink, Pearl Blush, Evenglow, White Jade, Honey Beige, Tawny, 
Kasha Beige, Mirage, Light Gun Metal, Mauve Taupe, Reveree, Cuban 
Sand, Beach Tan, Midnight Blue. 


$7.75 per Dozen 
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Full Fashioned Pure Silk $1.50 
Retailer 

No. 907 is a Pure Silk Service 
weight, Full Fashioned style, 
with 4-inch mercerized top and 
foot. Colors: Black, White, 
Gun Metal, Mauve Taupe, 
French Nude, Parchment, At- 
mosphere, Champagne, Blonde, 
Grain, Silver Grey, Moonlight, 
Skin, Aloma, Sandust, Rose 
Blush, Flesh Pink, Evenglow, 
Pearl Blush, Pastel Parchment, 
Light Gun Metal, Manon, 
Merida, Dust, White Jade, 
Honey Beige, Tawny, Kasha 
Beige, Mirage, Reveree, Cuban 
Sand, Beach Tan. 

$11.00 per Dozen 
Full Fashioned Silk to the Top 


with Picot Edge and Tapered 
Heel $2.00 Retailer 


No. 932 is a full fashioned chif- 
fon Silk to the Top with Picot 
Edge and Tapered Heel style. 
Pearl Blush, Pastel 
Parchment, Reveree, Mirage, 
Cuban Sand, Evenglow, Light 
Gun Metal, Beach Tan, Manon. 
$15.00 per Dozen 


Colors: 
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Pure Silk Chiffon Pointed Heel 
$1.00 Retailer 


No. 812 is a Pure Silk fine gauge 
300 needle chiffon Silk to the 
Top, slipper sole, fashion marks, 
4-ply mercerized heel and _ toe, 
double sole, Pointed Heel, made 
with new patented improved foot. 
Colors: White, Atmosphere, 
Skin, Grain, Parchment, San- 
dust, Moonlight, Mauve Taupe, 
Flesh Pink, Pearl Blush, Pastel 
Parchment, Evenglow, Light 
Gun Metal, White Jade, Honey 
Seige, Mirage, Kasha Beige, 
Champagne, Reveree, Cuban 
Sand, Beach Tan, Manon. 
$7.75 per Dozen 


Full Fashioned Silk to the Top 
Service Weight $1.50 Retailer 


No. 907X is a full fashioned 
pure silk, service weight, Sik 
to the Top style with mercerized 
sole. Colors: Black, Atmos- 
phere, Skin, Grain, Pearl Blush, 
Pastel Parchment, Evenglow, 
Light Gun Metal, Mirage, 
Reveree, Cuban Sand, Beach 
Tan, Mauve Taupe, Manon. 


$12.00 per Dozen 


Manufacturers of Full Fashioned and Seamless Hosiery at 
St. Joseph, Michigan, and Decatur, Alabama 


Manufacturers of Quality Hosiery for Fifty Years 


Cooper WELLS « CoMPANY 
a2 2 2 Lo wo Da 2D ] D2] D] 


250 Broad Street St. Joseph, Mich. 
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Winning nationwide popularity 
Steeple and a Heels 














DUO-STEEPLE 
HEELS 


Gold Maid Steeple and 
Duo-Steeple Heels 


Nothing finer can be said of any slender‘zing or novel heel than aval they 

are Gold Maid Steeple or Duo-Steeple heels. Youthful 

Modern—Assure yourself of quick profit by backing < aig two winners. 
Immediate Delivery Service 


Both of these well known styles can be 
profitably retailed at popular prices. 





Color Chart and Samples Sent Upon Request 


GOLD MAID HOSIERY 


SOLE DISTRIBUTORS—319 W. JACKSON BLVD., CHICAGO 
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ln STEP with the 


Style, 
Color, 
Ete. 


OSIERY people just won’t 
H let the subject of nude legs 
in public take a rest. It is 
one of the most cussed and dis- 
cussed topics in the market today 


and many are the theories and sug- 


A very fine fancy lisle stocking, with a jac- 
quard mesh design, is being shown by Kreuger- 
Tobin for January delivery. The light and 


‘PACE 


of the 


eNCARKET 


gested remedies. Boiled down to 
simple facts, the situation checks 
up something like this: A consid- 
erable number of smart women 
abroad and in this country adopted 
the bare legged fad last year and 

the year before. The 

really smart women 


abroad appear to be giv- 


ing it up. There is 
more than an even chance 
that the bare legged fad 
will be taken up in earnest 
in this country this Sum- 
mer by the semi-smart 
crowd and the great run 
of people who follow the 
crowds. Now, this does 
not mean that every flap- 
per in the country will 
throw away her stockings, 
but it does mean that 
there will be more bare 
legs displayed in public 
next Summer than ever 
before. One gleam of 
hope is seen in the ten- 
dency of the real smart 
woman to return to wear- 
ing. stockings, now that 
the crowd has taken up 
the bare legged fad. The 
ultra-smart always go 


sunburn shades are featured opposite to the crowd. 
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HE ssit- 
uation is 
far from 
hopeless, for 
many women 
among the 
younger set 
will be pre- 
vented by 
blemishes, 
hair on the 
limbs, promi- 
nent _—iveins, 
etc., from ap- 
pearing with- 
out hosiery. 
Their best bet 
will be a sun- 
tanned nude 
hose as the 
next best 
thing to bare 
legs. Sunburn 
will be ex- 
tremely fash- 
ionable next 
summer, and 
it will be ac- 
quired, either 
naturally or artificially, by those 
who want to be smart. Hence the 
sun-tanned hose shades. 

Another thing that has a bearing 
on the situation is the fact that the 
shimmering silks being exploited 
for next summer’s wear seem to 
call for shimmering silk hosiery. 
This is a point that many in the 
hosiery business have grasped as a 
weapon with which to combat the 
onrushing bare-legged fad. If 
properly presented to the public, 
it may be effective in checking the 
numbers of the nude limbed. 


-. oa 


the question of colors for 
Spring here is an angle that is 
worth consideration. 


Everything 





These sports socks from McCallum are of 
silk and Australian wool, with vividly con- lot of pattern 
trasting cuffs. They come in wood beiges. and color in 

yellow beiges and grays 
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points to a 
season of 
combination 
footwear, 
even going 
into as many 
as three or 
four colors in 
one shoe. 
This makes 
the selection 
of harmoniz- 
ing hosiery a 
bit difficult. 
It appears 
reasonable to 
suppose that 
women will 
choose the 
most natural 
shade they 
can find to 
wear with 
these shoes. 
Also, with a 


the shoe, 
novelties in 
hosiery seem out of place. Plain, 
neutral hosiery should be a fairly 
safe bet for next Spring if this 
reasoning is logical. 


WAVE of bare limbs also 

means a broadened demand 
for the short sport sox. The latter 
are finding a large place in winter 
sales for outdoor sports use and 
undoubtedly will go big next Spring 
and Summer. Among the newest 
ideas in these little ankle length 
fancy sox are those developed in 
silk or silk mixtures and ribbed to 
give good fitting at the ankle. A 
mesh-cuffed fine silk sox of this 
nature is being advocated, not for 
sports but for boudoir wear. This 



























sock idea has almost limitless pos- 
sibilities. 
x * Zs 


T won’t be long now before the 

guaranteed hosiery people put 
a clause in their guarantees declin- 
ing responsibility for the streaking 
and fading of silk hosiery worn 
over legs on which depilatories have 
been used. Numerous instances of 
fading and streaking have been 
traced to this source throughout 
the country and so much of it has 
come to light that manufacturers 
are planning to take some action. 


* + 


INE steel beads are now being 

used to make clock and front 
designs on 
hosiery in- 
tended for 
afternoon and 
evening wear. 
These are in 


the same 
class as the 
very expen- 
sive jeweled 
stockings— 
very, very, 
high style, 


but not in- 
tended to sell 
in great 
volume. 


* _ = 


E T 

hose in 
either silk or 
lisle in the 
higher priced 
range have 
lost none of 
their popular- 
ity. The 
mesh idea is 


design at the welt. 





This is a chiffon in a fine pin point design, 

made on a jacquard machine, with a fancy 

The heel, foot and welt 

are reinforced with fine lisle, and the heel 
is made low 
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the subject of numerous experi- 
ments. Pin point meshes have 
been brought out and have met with 
good, popular reception. On the 
other hand, big meshes for next 
Spring and Summer seem to fit 
into the general vogue quite nicely, 
working in as a compromise with 
those who do not care to go all the 
way in the bare-legged vogue. 
Demand for the cheaper nets has 
fallen off considerably, it is re- 
ported, but if high-grade nets per- 
sist through next Summer the 
léwer priced merchandise will be 
carried along with them. 


* * * 


ITH several of the leading 
mills who sell to wholesalers 

out with un- 
% changed price 
Pe lists for 


Spring, the 
price situa- 
tion looks 
quite stable. 


In some quar- 
ters of the 
market there 
was an im- 
pression that 
Spring prices 
would be ad- 
vanced slight- 
ly, because of 
higher prices 
for raw silk. 
Now that the 
largest pro- 
ducers have 
set a prece- 
dent in main- 
taining old 
prices, it is 
not likely 
that the re- 
mainder will 
change. 









1 





OSIERY is the good old 
stand-by for Christmas giv- 
ing, but the public needs to 
be stimulated to buy hosiery for 
holiday gift purposes and to buy it 
early. Most merchants have found 
that well designed hosiery windows 
with a holiday atmosphere pay 
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Mrs. Shopper Gets Her Eve 


handsomely. The big New York 
stores spend much money and con- 
siderable thought and time on their 
Christmas hosiery windows. On 
these pages we show some of the 
best of the windows that were used 
last year. In practically all of them, 
while hosiery is the central theme, 


Gimbel 
Bros. 












=— a .©S ae 
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Full of C hristmas FAosiery SOS 


other merchandise is shown as well. 
The Gimbel window, for instance, 
uses boudoir slippers effectively in 
setting off the hosiery, while Saks 
& Co. in the men’s hosiery window 
make good use of handkerchiefs 
and a silk dressing gown. 

The Macy window shows a good 
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use of a Christmas green back- 
ground and interesting little cut- 
out figures. Lord & Taylor got 
away. from the stereotyped Christ- 
mas decoration idea by using tall 
candles. The boxes in their Christ- 
man wrappings in this window gave 
an added touch to the gift idea. 
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News o° the MARKET 


NEW standard length of 

291% inches, with a tolerance 
of ¥% inch in both directions, has 
been adopted for women’s full- 
fashioned silk hosiery by the Na- 
tional Association of Hosiery & 
Underwear Manufacturers. 

Members of the Association 
overwhelmingly rejected the new 
standard iengths for this class of 
merchandise proposed a month or 
so ago. These proposed standards 
of 27 and 29 inches, according to 
size, were felt to be impractical by 
most manufacturers. 

It was agreed that one standard 
length, with the usual manufactur- 
ing tolerance, would be more satis- 
factory, and it is generally felt 
that the new standard of 29% 
inches will be most satisfactory to 
all concerned. 
















E. HIRSCHER 

e has resigned as 
sales manager of 
the Vanity Fair Silk 
Mills, effective Dec. 
1, 1928. Mr. Hirs- 
cher, on account of 
the health of his fa- 
mily, is resigning 
his post in order to 
return to Texas 
where he former- 
ly lived. A divi- 
sion of the sales 
management into 
two districts is 
announced. Mr. 
Hirscher will con- 
tinue with the 
company as sales 
manager of the 


Modernistic setting used recently 
in the window of the Dexdale 
Hosiery Shop, New York 
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Western District with local offices 
at 608 Santa Fe Building, Dallas, 
Tex., in charge of all territory west 
of Chicago and south of Richmond, 
Va. 

J. H. Vanderpyl is appointed 
sales manager of the Eastern Dis- 
trict, and will be located on and 
after Dec. 1 in New York in charge 
of all territories east of Chicago 
and north of Richmond, Va., as well 
as the management of the New 
York office. 





CJ~ HE Allen A Company an- 
nounces the winners of its 

recent window contest as follows: 

1st prize—Mayer Brothers, Lin- 
coln, Neb. 

2nd prize—The Ladin Co., Hous- 
ton, Tex. Dan Heye, Display Mgr. 

3rd prize—Eagle Stores Co., 
Chicago, Ill. R. H. Logen- 
baugh, Display Mgr. 

Other prize winners—Avery 
Bush Company, Peoria, IIl.; 


McEwen - Halliburton Co., 
Oklahoma City, Okla., Ed 
Lisle, Display Mgr.; Lion 


Clothing Co., San 
Diego, Cal., R. 
Humphrey, Dis- 
play Mgr.; Palace 
Clo. Co., Kansas 
City, Mo., Earl 
T. Helms, Dis- 
play Mgr.; Lan- 
dauer’s, Lincoln, 
Ill.; L. Oransky 
& Sons, Des 
Moines, Iowa; 
Paul Hamlin, 
Display Mgr.; 
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B. H. Dyas Co., Los Angeles, Cal., 
Stewart E. Trumbull, Display 
Mgr.; W. B. Moses & Sons, Wash- 
ington, D. C., Herman L. Battle, 
Display Mgr.; Silverwoods, Los 
Angeles, Cal., E. M. Dickerson, Dis- 
play Mgr.; Bon Marche, Wichita, 
Kan., C. E. Hoff, Display Megr.; 
Roberts Bros., Portland, Ore., 
Olarve Ralph, Display Mgr.; C. H. 
Baker Soe Co., Los Angeles, Calif., 
Phil Huleth, Display Mgr.; H. M. 
Russell & Sons Co., Denton, Texas, 
C. F. Heflin, Display Mgr.; Smith- 
Kasson Co., Cincinnati, Ohio, Max 
Safir, Display Mgr. 





WELLS PECK, son of 
« George Farmer Peck, and 
nephew of Edgar Wallace Peck, 
late head of the firm of Peck & 
Peck, operators of a chain of ho- 
siery and sportswear stores, has 
become president of the company, 
succeeding his uncle, who died re- 
cently. Mr. Peck is 40 years old, 
and since his graduation from Yale 
has been connected with the com- 
pany of which he was treasurer at 
the time of his uncle’s death. 





AIRMOUNT Hosiery Mills, 

Philadelphia, manufacturers of 
juvenile hosiery have opened their 
own New York selling offices at 366 
Broadway, with Fred W. Johnson 
in charge. 





HE Stelos Company, Inc., an- 

nounces the opening of some 
20 stations throughout the country 
where operators of the Stelos ho- 
siery repair machines will be 
trained. These training schools 
will supply expert operators to 
stores maintaining the Stelos re- 
pair service. 
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THI S 
THAT 


q@DEAS CULLED FROM HERE AND THERE 





N the big majority of department 

stores the shoe and hose de- 
partments are seldom near each 
other. Even when they are, there 
is not a great deal of cooperation 
between them. In the Wasson store 
in Indianapolis the shoe depart- 
ment is on the fourth floor, while 
the hose section is on the street 
floor. It took considerable arguing 
on the part of shoe buyer B. J. Sut- 
fin to convince the store heads that 
he should have a hosiery depart- 
ment in conjunction with his shoes. 
A compromise was effected when 
he agreed to carry a different brand 
of stocking from what the street 
floor handled. Furthermore, he was 
not to carry a large stock—only 
what could be placed in a five-foot 
show case. This is the point of the 
story: This case only held $700 
worth of stockings, yet it is pro- 
ducing over $14,000 in sales a year. 
There is no hose girl in attendance. 
The shoe men do all the hose selling, 
for which they receive a 6 per cent 
commission. 

* * * 

UST to be a little different, the 

Yager Bootery of Grand Rapids, 
Mich., in displaying hosiery in the 
show windows, hang them from 
high shoe fixtures by the foot, 
showing the leg of the stocking 
only. This shows the texture and 
leg shape, the part which most in- 
terests women buyers, while the 
foot which has nothing to do with 
the sales value of the stocking, is 
completely hidden. 
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ELLING men’s hose is consid- 
A, erably simplified in the Agnew 
Shoe Store, Brantford, Ont., 
through a simple home-made device. 
All the shoes are taken out of a 
couple of sections and thin strips 
of wood are set about six inches 
apart so as to form separate com- 
partments. This allows for an in- 
dividual bin for each size and by 
having several sections all of one 
retail price are kept in a section. 
Through the means of having a sec- 
tion for each grade, it is easy after 
selling the shoes to take the cus- 





tomer to where the hose are dis- 
played, saying: “Here are some 
wonderful values and some of the 
newest patterns.” Leave him there 
while the shoes are being wrapped. 
Further sales talk will defeat the 
purpose for he will invariably de- 
cide to take one or more pairs. 
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ROM the way they play the 

hose game in the Entroth 
store, Grand Rapids, Mich., not 
very many customers leave the 
house without knowing that the 
store has a mighty good line of 
hose that is priced right, too. The 
theory on which Manager Logan 
L. Clark proceeds is that the proper 
place in which to get a customer 
thinking hose is right on the fitting 
stool. His boys, following his lead, 
dwell on the good points of some 
one good hose number for a brief 
moment, right after the shoe sale 
is clinched. As the shoes are 
wrapped at the hose desk, the young 
lady there is asked to show such 
and such a stocking to this cus- 
tomer, as it complements that par- 
ticular shoe exceedingly well. One 
mighty good way to make the boys 
remember their little tale is the 


5 cents per head they receive for 
mentioning hose to customers. 
a * * 

N original idea for showing 

hosiery which was doped out 
by H. O. Sirbaugh of the Merritt 
Shoe Store, Pontiac, Mich. His 
large 6 foot by 3 foot wrapping desk 
is up in the front end of the store, 
as per usual. What is not usual, 
though, is that instead of being a 
plain top desk, this one is covered 
over with a large piece of plate 
glass. Under the glass is a complete 
showing of all the various stockings 
carried in the store, with retail 
prices attached. The glass was an 
old remnant that was_ kicking 
around in the basement and has 
now been put to real practical use. 
Most every customer goes to the 
wrapping desk for her parcel and 
change, so sees this display. 





HIS large cut-out of Joan 
Crawford, the movie star, to- 
gether with scenes from the photo- 


play “Our Dancing Daughters,” 
formed an effective hosiery window 
tie-up at the Oliver A. Olson de- 
partment store, New York City. 


The cut-out figure was life-sized 
and hand colored. An ingenious 
lighting effect at night further en- 
hanced the display, which produced 
excellent sales results, according to 
Mrs. M. Turner, hosiery buyer for 
the store. 
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